E pledge you, Mr. 
Dealer Reader, that 


The Feed Bag is not Zz 

and never will be the 
organ of any jobber, manu- S 

facturer, miller cr group of the 

same. Its sole interests are in 

: the dealer. The Feed Bag is Z 

iy and will always be edited as a 

Me dealer organ—dedicated to the 


service of the dealers as a group 
in the belief that when the 
group is served so are the indi- 
viduals comprising it.—We re- 
new on our third birthday this 
pledge made in the first issue of 
The Feed Bag, August, 1925. 
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You Sell More, 
Make More 


The dealer who sells Quaker Feeds and Flour finds his 
trade and profit increasing steadily. For Quaker prod- 
ucts bring old customers back again and again; Quaker 
advertising, and the testimony of Quaker users, bring 
new buyers. 


Quaker Feeds are the very best feeds that long experi- 
; ence, constant research, and vast resources can provide. 
q They do the work—and do it at a profit. Profit for 
the user. Profit for the Quaker Dealer. 


Decide now to look into the Quaker proposition. Get 
both flour and feed in the same car. Get real selling 
help in your community. 


Write today —a postal card will do. Just say “Tell me 
about being a Quaker Dealer.” 


= The Quaker Oats @mpany 


CHICAGO, U.S. A. 


Quaker 
FUL-Q-PEP 


POULTRY FEEDS 


Manufacturers of a complete line of poultry and 
livestock feeds—and finest flours 
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Munson Attrition Mill 


Note these features for economy and convenience---grind- 
ing adjustment not lost when changing plates---split case--- 
long-wearing, undercut plates---S. K. F. Ball 


Any size you want; Belt or 


ment from our Minneapolis 
stock. 


Motor driven; prompt ship- . 


Use SUPERIOR D.P. Cups 
for Greater Capacity 


BY changing only 


your cups you can 


increase your elevator 
capacity 20%. The 
Superior D. P. Cups 
hold more, can be 
placed closer on the 
belt than other cups 
and discharge perfectly. 
Large stocks carried in 
Minneapolis. 


‘She Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The -Scott Ltd __SSoTy 


The Symbol 


ANNOUNCEMENT— 


We have leased the Savanna, Ill. Elevator and are now 
in position to compete with all western markets for shipment 
to both Wisconsin and eastern points. 


It will be to your advantage to get our prices before 
buying Oats or Corn. , 


<a Write or phone for our quotations le 


FROEDTERT GRAIN & MALTING Co. 


MILWAUKEE—MINNEAPOLIS 


TELEPHONE 
BROADWAY 5600X, MILWAUKEE 


Operating Elevators at 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA 
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Love Thy Competitor As Thyself 
And You Will Profit More 


Sam High Finds Many Advantages In Friendship With His Fellow Dealers 
Merchant Who Likes You Seldom Resorts To Unfair Methods Of Business 


USED to think cnce,” related 

Sam High, Main street feed 
dealer, “that my competitors’ 
good will was the last thing I wanted 
—or could hope to have. 

“As a beginner in the feed business, 
I thought my dearest friends would be 
among my customers—and my worst 
foes among my competitors. Why 
should I care what my competitors 
thought of me? They never purchased 
my wares or my services. They were 
continually endeavoring to sell to peo- 
ple I wanted to sell to. I thought 
these fellows didn’t like me, and didn’t 
want to be acquainted with me. I 
crawled into a shell as far as the rest 
of the local feed trade went. I had 
smiles for the public—but not for 
other feed dealers. 

Competitors’ Good Will 

“T was all wrong! 1 believe now, 
after years of experience, that one’s 
competitors’ good will is fully as im- 
portant as customer good will. I take 
greater pride in the kind things my 
competitors say about me than I do 
in what my customers say. 

“You can’t run a feed business with- 
out customer good will. That is true. 
A good many times you can’t run a 
feed business profitably without com- 
petitors’ good will.” 

Sam High gave some reasons, out of 
his personal experience why it pays 
a feed dealer to have competitors who 
are friendly and put confidence in him. 
These were the principal reasons he 
mentioned— 

Has Business Value 

One. Competitors who feel good 
will toward a feed dealer will frequent- 
ly speak well of him—at least they 
will refrain from the kind of bitter and 
personal statements which “foes” fre- 


quently use. What other feed dealers 
may say can readily strengthen one’s 
standing at the bank, with public of- 
ficials, in clubs and civic organizations. 
A competitor’s statement frankly ow- 
ing to another feed dealer’s honesty in 
business, carries prodigious weight 
with the supply house. When other 
feed dealers think well of you, and the 
community learns it, it stands as a 
marvellous tribute with them. 

On the other hand, the competitor 
who has ill will can and sometimes 
does, in a spirit of animosity, speak 
ill. 

Two. “You can never tell,” de- 
clared Sam High, “when you will need 
badly the aid which only one of your 
competitors can give you.” A local or- 
dinance inimical to the feed business 
came up in Sam’s town. Instantly, the 
entire trade was a unit in combatting 
it—which they did with success. “The 
first year I was in business,” asked 
Sam, “do you think that ordinance 
would have been beaten? Not on your 
life! We had about as much co-opera- 
tive spirit in those days as the French 
and Germans did in 1916!” 

Help in Emergencies 

Sam went on, “Did you ever notice 
how doctors work together in court? 
lt is pretty generally known what 
chance a layman has against a doctor, 
because doctors always stick together. 
They are competitors, too, but they 
realize when it is vastly more to their 
interest to support one another than 
to desert one another for the public. 

“Just the same way, feed dealers 
need to stick together in many things. 
If your competitors are gcing to stand 
by you when you need them you have 
to have their good will first. I 
want the good will of my competitors 
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in the event of emergencies. 

“Right in this town, a feed dealer 
lost his building and stock by fire. 
The next day three different compe- 
titors had wired the man’s chief buy- 
ing connections, declaring the unfor- 
tunate dealer was a gilt edged charac- 
ter and merchant and that they would 
take care of him at this time.” 

Ethical Profit Margins 

Three. Sam High declared emphati- 
cally that he considered it an ethical 
obligation of feed dealers to price 
wares and services at figures, which, 
taking the trade as a whole, allowed 
a full margin of profit. When a com- 
petitor was tempted to cut, Sam, said, 
he wanted a competitor to feel under 
some obligation to him. 

“If your competitors like you,” ex- 
plained Sam, “it is hard, not easy, for 
them fo cut prices. 

“Show me a bunch of feed dealers 
who bear toward each cther unusual 
good will, and I'll show you a bunch 
which compete in different ways of 
service, and not in prices.” 

Four. A feed dealer with a good 
competitive “complex” applies himself 
with greater happiness and harmony 
of mind to his business. He can de- 
velop his business better, sell better, 
buy better. His nerves keep in better 
shape. He has greater self respect. 

Believe in Your Competitor 

“It’s easy to get the good will of 
other feed dealers,” said Sam High, 
“simplest thing in the world. All you 
have to do is to believe wholehearted- 
ly that they are a fine bunch of fellows. 
Think of them as square shooters. Be 
certain for yourself that other dealers 
are eager to meet you half way in 
friendly trade relations. When compe- 
tition hurts, as it sometimes will, take 
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it like a good sport. Ask yourself, con- 
templating a new policy, what will 
your competitors think? Be influenced 
by their opinion. 

“I’ve had a chance to observe, and 
I’ve found it true in most of cases 
that the feed dealer who stands high 
in the opinion and good will of other 
feed dealers is, practically always a 
successful dealer. 

“On the other hand, find a_ feed 
dealer who has the ill will of his com- 
petitors and their poor opinion, and 
you will find in most cases there is a 
feed dealer whose personal business 
affords plenty of opportunity. 


MEAT SCRAPS} 
FOR POULTRY | 
CRUDE FIBRE max 
MEAT PRODUCT 
MANUFACTURED BY -4 
DARLING-&-COMPANY [> 


UNION STOCK YARDS CHICAGO, ILL. 
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ZBLUERIBBON 


~ 
When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Union Stock Yards, Chicago 


LaBUDDE FEED & GRAIN CO. Milwaukee 


Protein 1614%, 6% Fat 


BROOKS 


“T believe every feed dealer should 
make it a goa! to earn and keep the 
good will of his competitors.” 


M. PROKOPOVITZ, White Eleva- 
tor, Pulaski, Wis., was a visitor in Mil- 
waukee, Wis., on July 25. 


E. A. KUNDE, formerly in business 
at Horicon, Wis., has purchased the 
feed business of Wm. Caughlin, at Cly- 
man. He attended the Beaver Dam 
District Dealers’ group meeting at 
Watertown on July 24 and renewed 
his membership in the Central Retail 
Feed association. 


STATE DISTRIBUTORS 


2 
5 


get acquainted. 
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which brings 


INCREASED INCOME 
LUE RIBBON is a palatable molasses feed 


made only from choice ingredients. It is | 
bringing profitable repeat business to many i 
dealers, building up good. will and friendship | 
in theircommunity. Increases farmers’ cream 
checks and cuts the cost of feeding. | 
| 


If you don’t know BLUE RIBBON 
SWEET DAIRY FEED it will pay you to 


Try a Mixed Car 


| 
Profits Prove 


MILLING CO. 


Janesville Group Holds 
Picnic For Dealers 


All work and no play is not making 
dull feed dealers in the Janesville, 
Wis., district. 

They left their business worries be- 
hind them Thursday, July 26, and had 
a good time at a picnic arranged by 
the Retail Feed Dealers’ association of 
Janesville and Vicinity at Riverside 
park. More than 50 members and their 
wives attended. 

Avalon dealers took first place in a - 
tug of war between the men folks, and 
Mrs. F. H. Green’s team won from the 
team captained by Mrs. Otto Lukas. 
Virginia Graham, Mrs. Ray Farley and 
Mrs. William DeLonge were awarded 
prizes in the games. 

Harold Green, secretary of the as- 
sociation, was in charge of refresh- 
ments and the games and contests were 
supervised by Otto Lukas and George 
Graham. 

The Retail Feed Dealers Association 
cf Janesville and Vicinity was organ- 
ized several months. ago and is active 
and earnest in work as well as play. 
The next meeting will be held some 
time this month at a date which will 
be announced later from the secre- 
tary’s office. 
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Accurate Record of Costs Necessary 


To Operate Delivery Service 


Elgin, Ill., Dealer Maintains Five Trucks And Makes Them Return Profits 
Keeps Careful Check On Expenses And Knows How Much To Charge Farmers 


once sat on jolting wagons 

drawn by weary horses over 
miles of rough, unkempt roads into 
town to get a load of feed and return 
to their farms before dark are dimin- 
ishing. The new farmer goes to the 
telephone, tells the dealer how many 
tons of that new dairy ration he needs 
and then continues his daily duties, 
while a truck chugs toward his barn- 
yard and deposits its load at his door. 

The new era of feed delivery service 
to farmers is here. 

A Natural Change 

And why shouldn’t the rural custo- 
mer expect it? This is an age of 
changes from tedious processes to 
speedy methods. Where impassable 
roads once wound into the country- 
side, smooth hard surfaced highways 
now stretch past the farmers’ doors. 
The city dweller has long enjoyed de- 
livery on all of. his needs from milk 
to pianos. His rural brother cannot be 
blamed for demanding a similar con- 
venience. 

Feed delivery service to farmers is 
spreading rapidly in the dairy area 
of the United States. It is becoming 
an established part of the business, and 
many dealers are already operating 
fleets of trucks and with them are in- 
creasing their profits and winning new 
customers. 

Service Pays Dealer 

C. D. McArthur, Elgin Flour & 
Feed Co., Elgin, Ill., has maintained 
a delivery service to farmers for sev- 
eral years. He now keeps five trucks 
buzzing over his rural territory and 
they pay him well. 

Mr. McArthur explained his service 
at the recent Central Retail Feed asso- 
ciation convention at Milwaukee. He 
said: 

“My first idea was to find out just 
how much it cost me to operate my 
truck per mile and then I could figure 
cut how much it cost me to deliver 
the feed. I bought a 3 ton Diamond 
T truck October 23, 1920 at a cost of 
$3,037.50. At the end of four years 
I figured that it had depreciated $2,- 
912.50 and the total cost of operation 
was $9,231.97 and the distance covered 
was 51,411 miles. Therefore, it cost 
me approximately 18 cents a mile to 


| ees dealers’ customers who 


operate the truck without figuring the 
services of the driver.” 

Mr. McArthur discovered that for 
his volume of business a 5 ton truck 
could be operated more cheaply per 
mile. 

“IT purchased a 5 ton Diamond T 
truck on April 24, 1924, at a cost of 


Peter Berg, Gary, Ind. uses this Inter- 
national truck with Heil equipment 
to haul flour and feed. 


$3,171.00,” he said. “I figured that it 
would run five years instead of four 
with good care. I had a total cost of 
operating that truck from April 24, 
1924 to May 1, 1928, of $6,807.04. The 
total mileage was 58,312 at an operat- 
ing cost of $.1167 per mile. 

“By taking the cost per mile and 
adding that to the time spent by the 
driver I know just how much it costs 
me to deliver feed to farmers at any 
distance.” 

Farmer Pays Cost 

“It’s a cinch that you can’t deliver 
feeds free. The farmer must pay the 
cost of delivery added to the cost of 
the feeds he buys.” 

Mr. McArthur computes cost to his 
patrons at 18 cents a mile. He 
charges $1.00 a ton for the first five 
miles and $2.00 a ton for the second 
five miles. No loads under three tons 
are delivered at this rate. If a farmer 
orders two tons only, he must pay for 
the three ton delivery cost. “Mr. Mc- 
Arthur has discovered that it does not 
pay him to operate with smaller loads. 

Delivery costs are cut as much as 
possible by arranging to have the 
truck pick up produce on its return 
trip. The firm purchases grain and 
other farm products and always man- 
ages to have a load going out and 
coming back. 

Mr. McArthur also sees another ad- 
vantage in truck delivery besides the 
direct contact that it produces with 
his customers and the easy way it pro- 
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vides for them to buy feeds. Every 
McArthur machine is painted with the 
firm’s advertising. With five trucks 
darting about the country side almost 
daily, the firm’s name has become im- 
pressed upon the farmers’ minds and 
when they think of feeds they tele- 
phone the Elgin Flour & Feed Co. 

In advising dealers who wish to 
adopt the service Mr. McArthur em- 
phasizes the importance of keeping a 
careful record of operating costs. * The 
charge should be added to the cost of 
feed purchased by the rural patron. 
The farmer knows that it costs money 
to operate an automobile, and he will 
not object to pay the dealer for his 
time and expense if it is properly ex- 
plained to him. 

Careful Upkeep Pays 

Second, Mr. McArthur advises good 
care of trucks to insure long life and 
lower; operating costs in the end. He 
keeps his fleet of machines in a steam 
heated garage during the winter, and 
gives them regular, mechanical inspec- 
tion. This plan enables him to safe- 
guard against loss of time on the road 
and insures prompt and efficient serv- 
ice to his customers. 

“It costs a little more to give your 
trucks good care for the time being, 
but in the end you are money ahead,” 
he said. 

The present fleet of trucks main- 
tained includes two 3-ton and one 5- 
ton Diamond T and a 1-ton Ford and 
Chevrolet. 

Covers Entire Block 

The Elgin Flour & Feed Co. reflects 
the spirit of progressiveness in its sur- 
roundings as well as its ideas. Stores, 
feed mill, warehouses, flour mill and 
elevators cover an entire block. A new 
concrete elevator was completed last 
April. This structure has reduced Mr. 
McArthur’s fire insurance rates from 
$2.90 to 60 cents and this saving alone 
pays him 3 per cent on his investment, 
he declares. The new building is 
equipped with Randolph grain dryers, 
Superior D. P. cups and a Bernart car 
loader. It has a capacity of 30,000 
bushels. 

The firm manufactures and markets 
Lady Elgin flour in its own mill, which 
has a capacity of 100 barrels a day. 
Some graham flour and corn meal are 
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also produced. 
Building for Future 

Two grinders, a Robinson 24 inch 
attrition mill, and a Jay Bee Hammer 
mill, are kept humming to serve the 
farm trade. Other equipment in the 
feed mill department includes Monarch 
feeders and a Monarch one-half ton 
batch mixer. 

The buildings are situated along 
North Grove avenue at Elgin and they 
border the Fox river. Its waters are 
directed upon two 50 h. p. water 
wheels which contribute to the power 
required to operate the machinery. 

The Elgin Flour & Feed Co. is in 
the flour and feed business to stay and 
its delivery service to farmers is help- 
ing it to build for continued business 
and success in the future. 


D. D. LEWIS & SON, Dodgeville, 
Wis., has dissolved partnership, the 
elder Mr. Lewis taking over the feed 
business. 


F. S. FROST CO., Milwaukee, Wis., 
has been incorporated with a capital 
stock of $5,000 to deal in grains. The 
incorporators are F. S. Frost, N. F. 
Frost and J. Haumschild. 


RECENT FIRES 

Cobb & Norton Feed Mill, Redfield, 
SD: 

Samuel N. Baum Feed Store, Pitts- 
ville, Wis. 

Ansel Glader Feed Mill, Rock Creek, 
Minn. 

Theodore Edwards’ Flour Mill, 
Stoughton, Wis. The loss is estimated 
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SUCRACO MOG FEED 


For Be 


Bach sack stands the INSTITUTION 


TIONAL 


tter 


asa FULL GUARANTEE 


back for more. 


Minneapolis, Minnesota 


INTERNATIONAL Feeds are guaranteed to produce 
‘‘better results at lower cost.’’ This guarantee is backed 
by a million dollar company which has been making 
scientifically balanced feeds for twenty years. 

You can sell these guaranteed feeds with more con- 
fidence—your customers buy with confidence, and come 


The story of International Guaranteed Feeds is being 
told through farm papers and by radio to feeders in the 
Middle West and Northwest. 


Ask an International Man or write for dealer proposition. 


INTERNATIONAL Sugar Feed Co. 


INTERNATIONAL 


SUGARED FEEDS For GREATER PROFITS 


Memphis, Tennessee 


at $20,000. 
Krueger & Son Flour & Feed Store, 
West Allis, Wis. 


HENRY G. HENRICKSEN, La- 
dish Milling Co., and William J. Ray 
were elected members of the Milwau- 
kee Chamber of Commerce. 


HUTTNER FOSTER CO., Minne- 
apolis, Minn., has been incorporated 
with a capital stock of $50,000, to mill 
and deal in grains. 


BLOOMER FARMERS’ UNION, 
Bloomer, Wis., has been incorporated 
with a capital stock of 400 shares par 
$25 each. The incorporators are Anton 
Bischel, W. J. Fritz and L. Martin. 


CHARLES H. SANBORN, vice- 
president of the Russell-Miller Mill- 
ing Co., died June 30 from heart at- 
tack while visiting with friends at the 
Minneapolis club. Mr. Sanborn was. 
61 at the time of his death and became 
associated with the Russell-Miller Mill- 
ing Co. in 1904 as sales manager. 


GRAIN FIRMS MERGE 

Two of the largest grain and eleva- 
tor firms in the world, located at Min- 
neapolis, were linked together here re- 
cently when negotiations were com- 
pleted for the purchase of the control- 
ling interest in the Van Dusen-Har- 
rington Co., by F. H. Peavey & Co. 
The combined capital of the two firms 
is nearly $17,000,000. Purchase of the 
control of the Van Dusen-Harrington 
Co. followed closely on the deaths of 
the two executive heads of the firm, 
Fred X. Van Dusen, who died May 
28 and Charles M. Harrington, who 
died March 27. The announcement of 
the purchase stated that the Peavey 
company intends to continue operation 
of the Van Dusen-Harrington Co. as a 
separate corporation retaining to a. 
great extent its present organization. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed | 
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CUTTING THE Three candles are gleaming in the 

BIRTHDAY CAKE office today. We can take The Feed 
Bag on our knee with this issue and 

give it three sound whacks. It is just three years old. 

What a rugged youngster for its age! We are proud 
of it, and we know that our readers rejoice with us on 
this happy birthday. 

Like all good boys, The Feed Bag has grown. It is 
thicker between the covers with more advertising and a 
greater amount of editorial matter written with but one 
purpose in view—service to the feed dealer. It has' grown 
more mature with experience and it has won thousands of 
new friends. 

Four years ago the feed trade of the Central West 
was not organized. Today it has one of the strongest 
associations in the industry. The Feed Bag was respon- 
sible for its organization. 

Many dealers are happier today and more successful 
in business because they are operating on a cash basis. 
The Feed Bag encouraged them to adopt the plan and 
showed them how to make it workable. 


Just as we were about to cut the birthday cake, two 
announcements came from the East informing us_ that 
The Feed Bag was adopted as the official publication of 
the New England Retail Grain Dealers’ association and 
the Eastern Federation of Feed Merchants. A _ good 
record for a three-year old, isn’t it? And how it makes 
us want to do more than ever for the trade that is so 
faithful to us! 


We go to press with this issue, rejoicing over the past 
but looking forward. May every birthday find The Feed 
Bag healthy and still serving as “The Dealers’ Paper of 
the Feed Industry.” Then, as we light each additional 
candle, we shall be as happy as we are today. 


SOLVING Feed dealers in the Janesville, 
LOCAL PROBLEMS Wis., district had a _ problem. 

They were compelled to compete 
against farm agents who sold fertilizer from the car door 
at cut prices which made it impossible for dealers to handle 
this product as a profit. 

But they attacked the problem systematically. Last 
month the secretary of their local organization, the Retail 
Feed Dealers’ Association of Janesville and Vicinity, 
called the members together. He invited representatives 
of large fertilizer firms to be present, and the conditions 
were laid before them by the dealers. Many questions 
were asked from both sides and a better understanding 
resulted. 


The fertilizer representatives reported that they were 
pleased to have the question of marketing conditions 
brought before them by an organized group and they as- 
sured the feed dealers that they would rather distribute 
their products through their stores than by car door, farm 
agent methods. 


The Janesville dealers appointed a committee to rep- 
resent their association in a conference with officials of 
fertilizer companies at Chicago. All members were ad- 
vised to report instances of price cutting in their terri- 
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tory to the secretary of the organization who will relay 
the complaints to the fertilizer firms. That is the logical 
way to attack a problem, and it is a concrete example of 
what may be accomplished by local associations. 

Every territory has its local problems and the only 
way to overcome them is by group co-operation. The 
Central Retail Feed association advocates and encourages 
district dealers’ clubs. It already sponsors several and, 
with The Feed Bag, offers its assistance to any locality 
which desires to organize. A strong network of territor- 
ial bodies affiliated with the already virile central organiza- 
tion or in the East with the Eastern Federation or New 
England association will create a powerful machine that 
is certain to bring beneficial results to all in the feed in- 
dustry. 


A GRINDING Gus Nietmann, Sullivan, Wis., feed 
COST REMEDY dealer and vice-president of the Cen- 

tral Retail Feed association, recom- 
mends a minimum charge of 50 cents for grinding and mix- 
ing. His idea is worth considering. 

Mr. Nietmann complains that his profits are cut by the 
farmer who drives to his mill two or three times a week 
with a few sacks loaded on his touring car. This is very 
true. More current is used if a dealer is compelled to start 
and stop the big grinder motors frequently. Labor costs 
are higher for numerous petty jobs than they are for fewer 
and bigger batches. There is really no money in the small 
grinding or mixing jobs. 

A minimum charge would make the farmer bring big- 
ger loads. If he is compelled to pay for five sacks, he will 
hesitate in bringing two or three of them to the mill in his 
touring car, for’ money talks. Electric companies and 
many other service utilities operate the minimum charge 
plan with success and no one complains. The farmer 
would readily see the feed dealer’s point. 

However, the minimum charge plan demands co-op- 
eration. It is a matter for local rather than central or- 
ganizations to work upon. When the question of grinding 
profits appears practically every feed dealer is involved. 
We hope that Mr. Nietmann’s recommendation is unani- 
mously adopted and acted upon. It is a good inoculation 
against reduced profits. 


THE FEED BAG Roger W. Babson, in a recent issue 
QUALIFIES of the International Adcrafter, 
writes: 

“Advertise in fast growing publications; in selecting 
magazines and newspapers in which to advertise, do not 
look at the present circulation. Hunt for some good pub- 
lication which is not only big, but which shows a high 
percentage rate of growth. One reason for this policy is 
that when a publication is growing fast its advertising 
rates tend to lag behind its circulation. Therefore you 
may get a real bargain in space. Moreover, the rapid 
growth implies that the publication is appealing to alert, 
active readers—the kind which you want your advertising 
to reach.” 

The Feed Bag qualifies. It is growing and is the 
choice of alert, active readers and responsible, careful 
buyers of advertising. 
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WE FEED 
All The Stock On The Farm 


The Northern Milling Company were pioneers in the mixed 
feed industry. And from the first the NORTHERN line of 
dairy, poultry, hog and stock feeds has led the procession 
in quality and performance. 


These rations have kept abreast of the new developments in feeding. 
Every nutritional discovery of proven, practical worth has been 
utilized in their manufacture. Among these are the newer facts 
relative to minerals and vitamins in animal feeding. 


Every NORTHERN ration must make good on the basis of our 
slogan ‘‘Results determine value’. 


In addition to a complete line of balanced rations, you can get from 
Northern Milling Company, grain, mill feeds and flour—all in the 
same mixed car. 


Let us quote you on your next car. 


NORTHERN MILLING COMPANY 
WAUSAU, WISCONSIN 


( 


The Poultry Feeds for Poultry Profits 


100 LBS. 


WISCONSIN. 


BUTTERMILK 
PROTEIN 18% 
EAT 


FAT 44% FIBRE AND MINERALS 


> FAT SS. FIBRE 3% 
The Wisconsin Line of Poultry Feeds 
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Fifteen St. Croix County Dealers 
Change To Cash Basis 


Is Largest Co-operative Movement On Record To Abolish Feed Credits 
“Plan Will Operate To Our Mutual Advantage,” They Assure Customers 


T. CROIX county, Wis., sets a 
5 new record—a great achievement 
for the feed industry. 

Fifteen feed dealers from 12 neigh- 
boring towns started conducting their 
business on a cash basis August 1. The 
Feed Bag announces this news with 
great joy, doubly intense because three 
years ago with this issue it carried in 
its first number an editorial recom- 
mending cash versus credit. 

Splendid Co-operative Effort 

Action of the St. Croix dealers is 
especially commendable because of the 
whclesome co-operative spirit that 
they have shown. 

Recently we talked with a _ feed 
dealer who had everything necessary 
in equipment and he was doing a good 
business. He was happy in his trade 
but for one setback—too much on the 
books. 

“A farmer came to see me the other 
day,” he said, “and told me that he 
had just paid a big life insurance pre- 
mium and that it would be impossible 
to cut down his feed account this 
month. A few days later I saw him 
drive by in a new sedan. I’m getting 
tired of it. The other fellows get the 
money while we stand in our office 
‘holding out empty hands.” 

Should Pay Feed Bills First 

This man believes in a cash basis, 
and he is certain that it is the only 
remedy for the situation. But his ccm- 
petitors press closely on every side and 
they are all doing a credit business. It 
is hard for him to make the change 
alone. If his dealer friends would co- 
operate as the St. Croix dealers did, 
the feed that writes the figures on the 
farmer’s milk check would be paid for 
first and luxury would come second 
where it rightfully belongs. 

This is the notice that broadsided 
the St. Croix territory and told the 
farmers the reasons why cash and not 
red ink should be the medium of ex- 
change: 

“We,, the undersigned flour and feed 

dealers, will go on a strictly cash basis 
on and after August 1, 1928. 

“For the many years that we feed 
dealers have been in business, it has 
been cur policy to extend a general 
and unlimited amount of credit, which 
is getting to be such a burden that we 


are not justified in continuing as we 
have been doing. 
Arguments Against Credit 

“Bad, never paid accounts carry so 
many bad features with them besides 
the total loss that taken in all their 
effects upon business they rank first in 
the list of arguments against a credit 


Who'll Be Next? 


You’ve been thinking of changing 
your business froma credit to a cash 
basis. Why notdoso now before in- 
creased fall demand for feeds has 
taken the little money you’ve col- 
lected this summer out of the till 
and put it back on the books. We’ll 
be glad to publish a notice of your 
change in the next issue of The Feed 
Bag. Let us hear from you. 


policy. No merchant can extend even 
a moderately guarded credit and avoid 
bad accounts and their bad effects 
upon his business. 

“No doubt the most common objec- 
tion to open accounts is the amount of 
capital required to carry on the busi- 
ness. This in many cases reduces the 
dealer’s capital to such an extent that 
he is unable to replenish his stock of 
merchandise as he should and the re- 
sult is loss of business. 

“Another item which can be charged 
against a credit policy is time. Time 
that could be spent otherwise in giv- 
ing service and reducing overhead is 
devoted to keeping records, rendering 
statements, writing dunning letters, 
closing accounts with notes, making 
personal calls with a view of securing 
settlement, and other costs of collec- 
tion. 

Credit Unfair to Patrens 

“Another item which can be charged 
against the credit policy is loss of in- 
terest. Almost all of the merchants, 
when credit is given liberally, must 
borrow from the banks, thereby in- 
creasing their overhead costs. 

“Another thing is that in the past 
we have been unfair to a portion of 
our patrons. A certain percentage of 


them have bought strictly for cash or’ 


on very limited credit. They have 
been compelled to pay the same prices 
as the rest, when they, in reality, are 
the backbone of every business and 
help the dealers to carry the rest. Some 
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of you may suggest that we make a 
differential in price between a cash 
and charge customer, but there are so 
many bad features in connection with 
this system that it is not advisable. 

“We believe that on a cash basis we 
dealers can operate more efficiently, re- 
duce overhead, and that it will reflect 
in lower prices. The reduction will be 
enough so that any of our patrons can 
in times of necessity borrow the money 
and it will still mean a considerable 
saving to them. 

Offer Friendly Explanations 

“Having arrived at this conclusion 
we have decided to go on a cash basis 
on and after August 1, 1928. 

“We feel certain that this change of 
policy will eventually, if not at once, 
cperate to the mutual advantage of our 
patrons and ourselves. 

“Tf you entertain a different opinion 
on this subject than herein expressed, 
give us an opportunity to talk the mat- 
ter over with you and give us the bene- 
fit of your view as to the change in 
policy.” 

Signed: Hansen Bros., Roberts; 
Hansen Bros., Hammond; Equity Pro- 
duce Co., Baldwin; Ben Halverson, 
Baldwin; Nyeggen & Ramberg, Bald- 
win; Woodville Elevator Co., Wood- 
ville; Oscar W. Stang, Hersey; Hem- 
minger & Wise, Wilson; Glenwood 
City Mill & Elevator, Glenwood City; 
Glenwood City Mill & Elevator Co., 


Downing; Wisconsin Milling Co., 
Boyceville; Wisconsin Milling Co., 
Wheeler; Boyceville Co-Op. Equity 
Exchange, Boyceville; Forest Feed 


Mill, Emerald; Elk Mound Feed @tore, 
Elk Mound. 

Action of the St. Croix county deal- 
ers is the second co-operative move- 
ment toward a cash basis in Wiscon- 
sin. Last November six feed men in 
Columbus and neighboring towns hung 
out their “no credit” signs. They are 
all happy and would not return to the 
credit method again. 


FARMERS’ ELEVATOR, Tracy, 
Minn., has installed a feed mill. 


KAIN & LAMPERT LUMBER 
CO., Augusta, Wis., has purchased the 
feed, hay, coal and lumber business of 
Geo. Hilts & Son. 
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Carefully Sifted for Feed Dealer Consumption 


Don’t ask anyone for a match. Con- 
sider what happened to Heeney when 


he asked Tunney for one. 


NO SET NAME 
Son: “Pop what do you call a man 
who owes you a Dill?” 
Feed Dealer: “That depends on how 


long he’s owed it.” 


Can you think of anything worse 
than a negro under doctor’s orders to 
eat a lot of chicken and not to go out 
nights? 

* * * 
TIME OUT 

Percy: “To be polite, what is the 
proper time to call on a young lady 
whose father turns out the light at ten 
o'clock?” 

Ferdie: “Ten o'clock.” 

—The White Swan 
* * * 

Baker & Peck at Janesville, Wis., 

store their feed in the old city jail. 


That’s one resort to keep it away from 

the “charge it” fellows. The other and 

better way is to change to a cash basis. 
* * 


THOUGHT QUESTION 

George: “Why hasn’t daddy got 
much hair?” 

Mother: “Because he thinks a lot, 
darling.” 

George: “Then why have you got so 
much, mother?” 

Mother: (pause) “Go on with your 


breakfast.”"—Penford News. 
* * * 


A woman may not know how to run 

a car, but she sure can run an account. 
* * * 
BUSINESS BUZZES 

Reply as promptly to other’s letters 
as you would have others reply to you. 

What you say behind other’s backs 
does not increase your face value. 

Your customer right or wrong, but 
your custonier. 

Character is the total of your habits. 


“We'd lie quiet too, if chickens liked 
to scratch our back,” said the hobo as 
he looked at the earth stretched out 
comfortably before him. 

A MATTER OF TASTE 

Waiter: “Did you have coffee or 
chocolate?” 

Customer: “I’m not sure but it 
tasted like paste.” 

Waiter: “That was coffee. Our 
chocolate tastes like glue.”—Scratch of 
Park & Pollard Co. 

MISPLACED ASSURANCE 

A farmer was awakened one night 
by a violent disturbance in his hen 
house. 

He proceeded cautiously toward it, 
and when near the building the sound 
stopped. He paused for a long time in 
the doorway and stood peering in the 
darkness. After a long interval a 
frightened voice suddenly broke the 
silence. 

“There ain’t no one heah, but us 
chickens,” it said. 

* * * 
TIME ENOUGH 

Lady to prisoner: “Are you sure that 
you have enough time to show me 
through the penitentiary?” 

Prisoner: “Yes, madam, I have 99 
years.” 


“Its capacity is standard and will 
thoroughly mix a batch in a few 
minutes and cleans out clean. Other — 
mixers we have seen are a poor ex- 
cuse compared with ours.” 


The Michigan miller who voluntary sent in the 
above statement about his Superior Batch Mixer 
based his remarks on practically a year’s opera- 
tion of the machine—nearly an expert opinion isn’t 
it? 


Why not send for catalog describing this machine 


and find out where it would aid your business. No RN 
obligation of course. 


Munson Mill Machinery Co., Inc. See 


Established 1825 UTICA, N. Y. Pte 

Representatives: Strong-Scott Mfg. Co., Minneapolis, Minn.; F. J. " eos 

Conrad, Cedar Rapids, Ia.; A. D. Hughes & Co., Wayland, Mich. Pf 
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Feed Mixing Service, Poultry Farm 
Pull Together For Profits 


If They Question Value of His Feeds, Gus Nietmann Points to Hens. 
Considers Mixing Machinery, Operated Four Years, Good Investment 


US NIETMANN, Sullivan, 
Wis., feed dealer and _ vice- 
president of the Central Retail 
Feed association, has operated a feed 
grinding and mixing service since 1924 
and finds that the importance of it in 
his business is increasing every year. 
It has been a factor in his success 


View of Nietmann Plant at Sullivan 


marked by a humble beginning in small 
quarters 15 years ago to the spacious, 
attractive buildings and large trade 
which he enjoys today. 

Competition crowds closely from 
every side in the Nietmann territory. 
To have and hold his customers, Mr. 
Nietmann is obliged to give a com- 
plete service and he considers his 
grinding and mixing equipment one of 
the best drawing cards of his business. 

Many Home Mixers 

Two farmers who stopped for feeds 
at his warehouse door both reported 
that they were mixing feeds and had 
adopted the plan within the past two 
years. Herman F. Buske, a success- 
ful farmer in the Sullivan territory, 
reported that he had been mixing feeds 
by hand for two years. He has learned 
since that Mr. Nietmann operates a 
machine that will do the work and 
said that he would bring his next batch 
to the elevator. 

“Tt’s hard work,” the farmer said, 
“and I guess doing it by hand doesn’t 
mix the feeds as well.” 

Albert Chartier, another farmer, 
standing near him and listening to the 
conversation agreed. He is also mix- 
ing his poultry and dairy feeds. Both 
of these farmers said that they ob- 
tained their ideas for rations from farm 
papers. 

Use Commercial Feed 

“We read about these rations and 
the results that they give, and we want 
to try them. on our own cows and 


By Emil J. Blacsky 


chickens,” they said. “We use com- 
mercial feeds also, but we like to try 
our own ideas once in a while.” 
From the reports of Mr. Nietmann’s 
farmer customers it is easily seen that 
a feed mixing and grinding service is 
almost a necessary equipment for a 


feed store. It brings and holds the 
rural trade. 
Mr. Nietmann operates a_ one-ton 


horizontal mixer which is installed in 
the middle of the spacious warehouse. 
Ground feed is sacked as it pours out 
of a 24-inch grinder mounted on a 
firm foundation a short distance from 
the mixer. The ingredients are dumped 
into the open top of the machine, and 
when the batch is ready it is let down 
a chute to the lower floor into sacks 
and then loaded on the customer’s 
truck. Power is furnished by electric 
motors. 
Operates Corn Crusher 

Farmers in the Sullivan territory 
raise large fields of ear corn. Mr. 
Nietmann has equipped his elevator 
to give them service by installing a 
corn crusher. His layout of machinery 
is ideal for the average feed store and 
he considers every piece of it a sound 
investment in his business. 

He does not believe, however, that 
the average feed dealer charges enough 
for grinding and mixing. 

“Eight or ten cents a sack for grind- 
ing is not enough,” he said, “especially 
if the farmer brings only a_ small 
batch. That is our biggest trouble 
and it is getting worse lately. The 
farmer will load three or four sacks 
of grain on his touring car-and drive 
to our mill two or three times a week. 
Every time he comes we have to start 
the big motors on the grinder. That 
takes a lot of power and increases the 
costs. If we could grind his grain 
twice a month or once a week in big- 
ger batches our power cost would be 
cut down and we could at least make 
a little profit. 

$2.00 a Ton for Mixing 

“We charge $2.00 a ton for mixing 
feeds. This price brings us out ahead 
if the batches are big, but as in the 
case of grinding, the small lots cut 
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down the profits. 

“If all of the feed dealers could get 
together and make a minimum charge 
of 50 cents for grinding and mixing I 
believe the farmers would bring bigger 
loads and wouldn’t bother us with a 
few sacks in which there isn’t any 
margin.” 


Gus Nietmann and His Poultry. House 


Mr. Nietmann gets his power from a 
commercial line and estimates that it 
costs him an average of 3% cents a 
sack for grinding. 

“This is entirely too high, and could 
be cut down if we could make the 
farmers bring bigger jobs,’ he de- 
clared. 

' Another outstanding feature about 
Mr. Nietmann’s business aside from 
his grinding and mixing service is the 
fact that this year he doubled his poul- 
try feed sales over last season. He 
did it by starting a poultry farm in the 
rear of his home on two acres of 
ground located just a few blocks from 
the feed store. 

Wife Starts Poultry Farm 

Mrs. Nietmann is accredited with 
this profitable move. She always loved 
chickens and had been keeping a small 
flock to supply the family table. One 
evening Mr. and Mrs. Nietmann talked 
over the plan of going into the poul- 
try business extensively. Last fall they 
bought 500 barred Plymouth Rock 
chicks. Out of this lot 224 promising 
pullets are now scampering about their 
yard and 211 plump cockerels are 
learning to crow. In addition to these 
youngsters 130 White Leghorn and 
Plymouth Rock hens are doing duty 
on the nests. 

The complete layout of buildings and 
neatly fenced yards indicate that Mr. 
and Mrs. Nietmann are going into the 
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business seriously. The hen house is a 
sunny and airy building 18 feet wide 
and 36 feet long. It is equipped with 
everything modern that the market of- 
fers in poultry supplies. Other build- 
ings include a fattening room, 12 by 
18 feet, and a brooder house which is 
14 feet square. 


Accurate feeding records are kept of 


the flock. Mr. Nietmann experiments 
with the feeds that he handles and is 
now keeping the hoppers filled with 50 
per cent Pratt’s growing mash and 50 
per cent Ladish Milling Co. scratch 
feed. 

The plump, healthy chickens are a 
living testimonial of the value of the 
feeds Mr. Nietmann sells to his cus- 


OVER SIXTY-THREE YEARS OF SATISFACTION 


TRADE MARK REGISTERED 


SELECTED SEEDS 


Selected Seeds and Seed Corn 


THE LARGEST SELLER IN WISCONSIN 


MILWAUKEE 


L. TEWELES SEED CO. 


WISCONSIN 
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tomers. After looking at the flock no- 
body would doubt the results that are 
obtained by proper feeding, and his 
customers certainly don’t. That is the 
reason for the doubling of his poultry 
sales over last year. 

“Many a man has been here to look 
at these chickens,” he said. “And when 
they see them they buy my feeds.” 


Next spring carpenters will tear 
away the partition in the rear of Mr. 
Nietmann’s office. An addition will be 
built for accommodating displays of 
poultry feeds. With' his chickens and 
records to prove their value and the 
knowledge he can gain by experiment- 
ing with the flock and with complete 
machinery equipment to serve the 
farmer, Mr. Nietmann is going to stir 
up some dust in the business. It doesn’t 
take a good prophet to tell that. 


STEINERT MILLING CO., Grand 
Forks, N. D., is constructing a new 
warehouse for its dairy feed depart- 
ment. 


E. H. SATHER, of the New Rich- 
mond Roller Mills Co., New Rich- 
mond, Wis., has leased the Butler City 
hotel building in Barron, Wis., and 
plans to open a retail flour and feed 
store. 


id i 
id Al 
#5 
| 
| 
i 
: | 
. oGER Bray, 
BA mh, 
\ 
4 & 
CM 
; 
nd 
| 
| 
| 
af 
: : 


Vitamins—Captains Of Nutrition 
Known By What They Do 


This Article Will Help You Understand Feeding Science 
Can Be Read In Five Minutes, Will Always 


tamin theory. It is not difficult 

to comprehend. No one knows 
the composition or structure of vita- 
mins. Most people believe they would 
have to learn what they are made of 
before they would understand about vi- 
tamins. Such is not the case. The vi- 
tamins have never been separated or 
analyzed. Each is distinguished from 
the other by what it does, not by what 
it is composed of. : 

The vitamins are the “little captains 
of nutrition”. They direct the “troops”. 
The “troops” or “soldiers of nutrition” 
are the proteins, fats, carbohydrates 
and minerals. A captain in the army 
is not distinguished from the others by 
what he is made of or by his origin. 
When we refer to a certain army cap- 
tain we do not say “He is a large 
captain or a small captain, or he is a 
captain of Irish, German or Norse de- 
scent”. We call him a captain of in- 
fantry, cavalry, artillery, or aviation. 
He is designated by what he does, not 
by what he is. So it is with vitamins. 

Work of Vitamins 

“These “little captains of nutrition” 
also do their work in the same manner 
as do the captains of the army. They 
direct the action. They command the 
soldiers and are the cause of organized 
action. Without the army captains, the 
soldiers of the army would be helpless 
in the face of the enemy. Without the 
nutrition captains (vitamins) the sol- 
diers of nutrition (proteins, fats, carbo- 
hydrates and minerals) would be help- 
less in the face of their enemy (star- 
vation). 

The vitamin, like the army captain, 
comprises only a small part of his 
“force”. The captain does not neces- 
sarily enter into the action himself but, 
nevertheless, he is the cause of the ac- 
tion. Unless care is taken, he is also 
in danger of being destroyed. If the 
enemy can destroy the captain, the 
troops become disorganized and are 
more easily captured. The loss of the 
captain may cause wild disorder re- 
sulting in the annihilation of the 
“troops”. 

So it is well to protect the captain. 
Be sure when sending an army into 


A NYONE can understand the vi- 


By Frank Brobst 


the battlefield, that there is an ade- 
quate number of well trained captains. 
It is of equal importance to be certain 
of the vitamin content of a feed before 
sending it on the field of nutrition. 

It is not only necessary to have well 
trained captains of infantry alone, or 
cavalry alone, or aviation alone—nor is 
it wise to have good commanders in 
two or three branches and let the other 
branches suffer. A deficiency in the 
ability to “command” in one branch 
will likely cause the defeat of the en- 
tire army. Likewise we must have all 
the vitamins in charge of their respec- 
tive departments—each co-ordinating 
its action with all the others. Each 
must be present and work in harmony 
with the others. If one is wanting, it 
handicaps and endangers the whole or- 
ganization. 

There are five vitamins with whose 
action we are familiar. There may be 
many more but, as yet, their functions 
have not been sufficiently determined 
to warrant giving them a name. The 
five vitamins discussed herein are 
known as vitamins A, B, C, D and E. 

Vitamin A Promotes Growth 

Through the action of this “little 
captain” growth is promoted. It pre- 
vents “nutritional roup” in chickens. 
This disease is often characterized by 
sore eyes. Pigs, chickens, in fact ba- 
bies will not grow if their diet is not 
well supplied with vitamin A. This vi- 
tamin 1s found in solution in the fats 
from yellow corn, alfalfa, clover hay, 
corn silage, timothy hay, cod liver oil, 
milk and the yolk of an egg. 

Vitamin A occurs in abundance and 
there is little excuse for its deficiency 
in any ration or diet. It is uncommon 
to see animals suffering because of a 
deficiency of vitamin A. If pigs are 
fed on white corn and water they will 
become sick due to the lack of vitamin 
A. 

Vitamin B Regulates Nerves 

This is the nerve regulating vitamin. 
It also has a bearing upon growth of 
the young. It is found in solution in 


the water contained in wheat bran, and 
It is very abun-~ 


all the cereal grains. 
dant in nature and it is quite difficult 
to arrange a ration which would be de- 
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Be Remembered 


ficient in vitamin B. Yeast is supposed 
to be rich in vitamin B but on account 
of the great abundance of vitamin B 
from other sources, it is found that 
the addition of yeast to a ration does 
not improve it. Milk is a very rich 
source of vitamin B. This seems to be 
nature’s provision for the young. 

A disease known as beri-beri is 
caused by a continued lack of vitamin 
B in the diet. People have fallen vic- 
tims to this condition in certain reli- 
gious sects where the use of foods of 
the type containing vitamin B were 
prohibited by their creed. 

Vitamin C Prevents Scurvy 

This is the vitamin that prevents 
scurvy, a disease which is known only 
to man, monkeys and guinea pigs. This 
“little captain of nutrition” is found in 
abundance in such foods as orange 
juice, tomato juice and milk. Milk is 
supposed to be richer in vitamin, C in 
the summer than in the winter because 
cows on pasture are supposed to put 
more vitamin in the milk. Lettuce and 
all fresh, leafy, green feod stuffs are 
sources of vitamin C. It is a water 
soluble substance. 

The necessity of vitamin C in the 
rations for livestock has not been 
shown. It seems that a ration free 
from vitamin C may be just as good 
for our domestic animals as one rich 
in vitamin C. It happens that many 
feed stuffs rich in vitamin C are found 
to be valuable for live stock but at 
present it is believed that for animals 
the vitamin C itself is of no value. 

Vitamin D Helps Minerals 

This is one of the scarce vitamins. 
Ultra-violet light, cod liver oil, cod 
liver meal and egg yolks are the only 
certain known sources of this vitamin. 
It is found in solution in fats. “Some 
scientists have inferred that it is pres- 
ent in colostrum milk. Cod liver pro- 
ducts and egg yolks may also be free 
from this precious vitamin. Only high 
quality, tested cod liver products may 
be relied’ upon. Egg yolks from hens 
which are in the sunlight a great deal 
or fed a ration potent with cod liver 
“products are rich in vitamin D. Eggs 
rich in vitamin D are especially valu- 
able as a food for children or invalids. 
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Made From 
The New Feed 


LAY-ALL 
cooked 


Toasted 
Kernel 
Form 


4 


‘Chapin Kernels’’ 
is the name that covers 


Here’s The Way To Take The 
Grief Out Of Mash Selling four different kinds of 


@ It’s hard work to sell a poultryman an old- Kernel form: 
fashioned egg-mash. He has a dozen reasons, 


i START-ALL 
for not buying, to every one you can offer for 
his buying. GROW-ALL 
@ And, as your sales-record shows, he manages LAY-ALL 
to hold up his end of the argument fairly well EGG-MASH 


during the summer and early fall months. The fret three are 


CHAPIN & COMPANY 


@ When the feed-merchant can’t sell, the feed- 
manufacturer must suffer with him. 


q It was to meet this situation squarely—and 
overcome it—that this company brought out 
the new line of Chapin Kernel feeds. 


@ We listed the objections made by poultry- 
men and feed-merchants—and made these new 
feeds in a way that takes the last word of truth 
out of these objections. Even the price-bogey 
gets a knock-out wallop. 


-@ Right now, the egg-laying season is begin- 
ning. Send for a sample of Lay-All. Turnthe 
feed out in your hand. Your instant convic- 
tion is: “‘Here’s a feed I can sell.’’ Then write 
us to ship you a few sacks. 


@ Chapin Kernels is the one feed that your 
competitor cannot imitate with “‘just-as-good”’ 
feed at a lower price. It will pay you to secure 
the exclusive sale of Chapin Kernels in your 
town or city. 


327 So. La Salle St. 
CHICAGO, ILL. 


“all-mash” feeds—no 
scratch grain neces- 
sary. 

The fourth is a regu- 
lar egg-mash, in Ker- 
nel form, for the poul- 
tryman who prefers to 
feed scratch grain. 


All are made by an 
exclusive process that 
steam-cooks, toasts 
and turns out the fin- 
ished product in the 
form of small Kernels 
for chicks and larger 
Kernels for hens. 


Active interest in Cha- 
pin Kernels is being crea- 
ted by the use of liberal 
advertising space in the 
leading poultry magazines 


Makers of 


DAIRY 
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UNICORN 


RATION 


Vitamin D is apparently the “cap- 
tain of the minerals”. It seems that 
minerals alone without the direction of. 
vitamin D will not build bones or egg 
shells. Calcium, phosphorus and per- 
haps iodine are the “soldiers” directed 
by vitamin D. In this way the bones 
are nourished and rickets and leg 
weakness prevented or cured. 

Vitamin E Helps Reproduction 

There is little available information 
on this vitamin. It is supposed to deal 
with the reproductory processes. It is. 
obtained in an extract from wheat 
germ oil. Future knowledge of this 
vitamin may prove to be of great value 
in livestock breeding, as well as to 
humanity. 

Much study and work has been done 
on vitamins and much valuable infor- 
mation has been gained. Many people 
believe that this information is ‘too 
deep” for them. But it is believed 
that this article shows it to be easy 
for feeders and feed dealers to under- 
stand the facts in connection with this 
important phase of animal nutrition. 


LA BUDDE FEED & GRAIN CoO., 
Milwaukee, Wis., has opened a branch 
office at Spencer, Ia. E. G. Gessen is. 
in charge. 


O. C. TEMPLE, Bemidji, Minn., 
proprietor of Temple’s feed store, died 
recently. 


ALBION MILLING CO., Albion, 
Mich., has been incorporated with a 
capital stock of $5,000. 


A. W. AND E. G. NORTON, Ver- 
gennes, Vt., operate one of the neatest 
and cleanest grist mills in New Eng- 
land. They make it a point to keep 
the place in perfect order, thus elim- 
inating much danger of fire and loss 
by rats and mice. A. W. Norton is a 
member of the board of directors of 
the New England association. 


PURINA MILLS, St. Louis, are re- 
ported to have purchased the business. 
formerly operated by R. H. Dearborn, 
at Ely, Vt. The new owners are ex- 
pected to run it as a company store. 
It is located in one of the best places. 
in New England. 


J. A. STURGES, Easthampton, 
Mass., has embarked in the coal busi- 
ness to be run in connection with the 
grain and feed store which he has been 
operating for the last ten years. Mr.. 
Sturges and his associates have made 
splendid progress and their many 
friends throughout the East will wish: 
them well in their new venture. 
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Steenbergh Pioneers Were Millers 
In New York State 


Mrs. W. A. Stannard Finds Old Mill in Little Dutch Settlement 


Present Owner Uses Electric Power, Sells Gas and Modern Rations 


<4 HERE has always _ been 
i grain-dust in the Steenbergh 
blood.” 

One who has known the Steenbergh 
family for three generations, and is fa- 
miliar with its proud history for many 
more generations, made that statement 
in reply to my question, “Why did 
David K. Steenbergh associate him- 
self with the grain trade, as editor of 
The Feed Bag, instead of some other 
industry or business?” 

Started Milling in Holland 

“Tt is in their blood,’ continued the 
family friend. “Why, back in Holland 
a couple of centuries ago, the Steen- 
bergh interest in grain began. The 
giant windmills turned the mill stones 
to grind the grain they had raised 
themselves. In the early colonial 
days, members of the family came to 
this country and during the succeed- 
ing decades there were many who 
raised grain on their farms and others 
who became millers of grain.” 

Now I understand why the great 
grain industry welcomed David K. 
Steenbergh—he is called Dave by his 
friends—so readily into its fold. 

One day, while looking through an 
old history of Saratoga county, N. Y., 
I happened to spy a passage which 
read: 

“A gristmill was built by Bradshaw 
on the Dwass Kill, Town of Halfmoon, 
at the close of the Revolutionary war. 


Old Steenbergh Mill at Ushers 


This has since been known as the 
Steinberg mill.” 
Steenbergh Mill in New York 

While there was quite a difference in 
the spelling of the names I decided to 
visit the old mill, hoping that it might 
by chance have been owned by some 
kin of The Feed Bag editor. I was 


amply rewarded, for I found in ad- 
dition to a quaint mill more than 150 
years old that it had actually been 
owned and operated by Frederick I. 
Steenbergh, an uncle of David's. 

The little mill nestles in a quiet lit- 
tle valley settlkement now called Ush- 
ers. It is a squatty building with a 
sloping roof, flattening out at both 
ends to cover a storeroom and an of- 
fice. Across the front are painted the 
weather-dimmed words “Halfmoon 
Mills”, a name that was given it when 
the building was erected. To the older 
residents of the community, however, 
it is known as the Steenbergh mill, 
for the happy personalities of the 


Frederick I. Steenberg, Miller 


Frederick Steenbergh and son, 
Frank, are indelibly associated with it. 

The red weatherbeaten front is cov- 
ered with signs advertising; gasoline 
and automobile accessories and modern 
feed rations that were unknown when 
the Steenberghs owned the mill. <A 
gasoline’ pump has been installed at a 
far corner of the building as though 
in deference to the traditions of the 
aged structure. 

AHand-Hewn Oak Timbers 

I stepped inside the mill with a feel- 
ing of awe, of veneration. The great 
supporting timbers, which have with- 
stood the strain for a century and a 
half, are still in perfect condition. They 
measure nearly two feet across, and 
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By H. H. Stannard | 


are of hand-hewn oak. The giant beams 
and pillars are held together with 
hand-cut wooden pegs. Much of the 
original millwork is still in place, serv- 
ing the trade as it has done since 1775. 

As the door swung back I noticed 


Van Steenbergh Home at Kingston 


the long hinges. There are four of 
them,—for the door is hung in two sec- 
tions—and they are nearly three feet 
long. Some clever smithy turned them 
out. They are of graceful design end- 
ing with a fancy tip and would tempt 
any lover of antiques. The huge hand- 
made lock still remains in place al- 
though it no longer serves any useful 
purpose. 

Originally there were three mill 
stones, two for grinding buckwheat 
flour and one for grain. During re- 
cent years one of these has been re- 
placed by a steel attrition mill but the 
buckwheat stones remain as they were 
installed by the original owner. One 
can conjure up a scene in which the 
lusty miller is chipping away at the 
stones while he sings a cheerful song. 
It was such a scene that inspired one 
of the old residents to write the lines: 

The children crowd at the old mill 
door, 

While the miller, squatting on the 
floor, 

Patiently chips his stone. 

They laugh to see the stone-sparks 
fly. 

And sing with the miller, their voices 
high, 

In time with the mallet’s drone. 

The hand-built buckwheat reel is still 
in place and much of the shafting that 
was installed by the early owners is 
in use. One shaft, enclosed by a 
wooden housing, bears mute evidence 
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of a tragedy that occurred when Mr. 
Steenbergh owned the mill. His miller, 
named Ranson Conklin, while feeding 
grist into the grindstone hopper, 
backed close to the main shaft. The 
tails of the long coat he always wore 
caught on the shaft and in an instant 
he was whirled to his death. That 
very day, Mr. Steenbergh ordered all 
of the exposed belts and shafts cov- 
ered. 

In the early days of the mill the im- 
pounded waters of Dwaas creek fur- 
nished the power. The huge over-shot 
wheel was one of the sights that every 
visitor to the little settlement was 
shown. Each spring the high waters 
and rushing ice cakes caused damage 
to the wheel-so-that Mr. Steenbergh, 


with his usual progressiveness, substi- 
tuted a then-modern turbine which 
continued to turn the mill stones until 
about two years ago when the wooden 
dam just back of the mill was carried 
away during a spring flood. 
Setting is Picturesque 

Even down at the creek-bed, which 
drops 25 feet below the road level, the 
huge oak timbers of the mill remain 
undamaged by the ravages of a century 
and a half. As one stands at the 
edge of the little stream just beyond 
the broken dam there rises before him 
a picture not soon to be forgotten. The 
twisted timbers of the dam are still held 
in place, a testimonial to the ability of 
the early builders, and beyond the mill 
the placid creek tumbles noisily over 
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SELLING — AN 
Hf ACT OF SERVICE 


“Raise all the feed you 
can. Add just enough 
Purina to supply what 
your own feed lacks. If 
| Purina Chows don’t make 
f more money for you, 
don’t feed them,” says 
the Purina salesman. 


P R N M I L 
ll ST.LOUIS NASHVILLE BUFFALO KANSAS CITY MK 
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the rocks and under a picturesque 
arched bridge. Behind the bridge, tall 
trees frame in the picture parting just 
enough to give a view of the stately 
mountains—almost grey because of 
their distance—far beyond. 

As I remained enthralled by the 
beauty of the scene and philosophized 
on man’s futile attempt to tame na- 
ture, evidenced by the broken dam and 
the free-flowing stream, the sun set in 
the west just over the mountains and 
painted the sky with radiant color. If 
my readers ever visit the mill they will 
be well repaid if they wait until the 
sunset hour. 

Across the stream is a small sawmill, 
built by Mr. Steenbergh more than 50 
years ago and still doing custom saw- 
ing for the farmers many miles around 
Ushers. Here again, Mr. Steenbergh 
demonstrated his progressive make-up. 
The crude saw which had been in use 
was never satisfactory and yet his lim- 
ited capital was tied up in his grain 
business so that he could not purchase 
a new circular saw which had been 
introduced. After long determination, 
the young miller borrowed $1,000 at 
7 per cent interest in order to have 
the modern equipment. 

Some Steenbergh History 

That story, told by an old resident 
and friend of Mr. Steenbergh, made me 
desirous of knowing more about the 
miller and his family. With the help 
of friends and relatives and old books 
I gathered an interesting story that 
included struggles against heavy. odds, 
a determination to be successful, a 
smiling personality loved by his busi- 
ness associates and the final happy 
conclusion of achievement. 

From Holland, came members of the 
family at an uncertain early date and 
settled with the Dutch pioneers at 
Kingston, N. Y. The name was Van 
Steenbergh, but through succeeding 
generations it was gradually shortened 
until today some of the kin spell it 
Steenberg. At Kingston, a stone and 
plaster house was built as soon as per- 
manent residence became assured. Dur- 
ing the stirring days of the revolution 
that house played a conspicuous part. 
Therein lies a tale of a beautiful girl, 
a British lover and a disobedience of 
orders that has preserved the house 
as a historic monument to this day. 

While the British soldiers were in 
control of Kingston, a beautiful daugh- 
ter of the Van Steenbergh pioneers 
attended a dance at which she met a 
British officer who immediately fell in 
love with her, in spite of the activities 
of her father and brothers in the inter- 


ests of the colonies. Shortly, an order 
(Continued on Page Thirty-one) 
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Eastern Federation Plans Campaign 
For 100% Membership 


Will Extend Personal Invitations To All Merchants In 3 States 
Contest Will Start September | and Continue Through February 


OR the first time in more than 

five years the Eastern Federa- 

tion of Feed Merchants is to 
conduct a thorough drive for members 
commencing September 1 and continu- 
ing until the mid-winter convention in 
February. During the campaign, every 
retail feed merchant in New York, 
New Jersey and Pennsylvania wil! be 
invited to join. 

“The time has come when we 1eust 
have the support of every feed mer- 
chant in the East if we are to properly 
handle the peculiar situations which 
are developing in our trade,” according 
to W. S. Van Derzee, president of the 
federation. “For 12 years we have been 
content to have a comparatively small 
portion of the more progressive mer- 
chants support the federation with 
their money and time. The enlarged 
program, which is being arranged now, 
will not be wholly successful unless 
we can say that every merchant, whe- 
ther he has only a small cross-corner 
general store which includes feed, or 
the largest retail feed establishment, is 
behind it. 

Advisory Council in Charge 

“The advantages of a trade organiza- 
tion are too well understood to need 
any explanation. The federation has a 
record of accomplishment during 12 
years that should challenge the co-op- 
eration of each feed merchant. I want 
to take this opportunity to invite and 
urge the feed merchants to join the 
federation and assume their share of 
the burden of trade harmony and 
progress.” 

The advisory council, with members 
in practically every county, will have 
charge of the campaign. A chairman 
will be appointed from the council to 
meet with the executive committee to 
plan the final details of the drive. The 
entire board of directors will roll up 
their sleeves to assist and officers of 
the affiliated associations will be asked 
to conduct membership campaigns 
within their own territory during the 
same period. 

Samuel Deuel, one of the new di- 
rectors, elected at the recent conven- 
tion, says he is going to get a real 
kick out of the campaign. 

“Yes, sir. This will be my bow as 
an official of the federation,” he com- 


mented. “I am going to pitch right in 
with the boys and have a lot of fun 
out of this drive. There is no reason 
in the world why every feed merchant 
shouldn’t be a member. He is just care- 
less about it and waits for someone 
to come around and sign him up. We 
will give him the opportunity to join 
with us during the next few months. 
Will Profit From Campaign 

“T expect to get out of the campaign 
more than I will put into it. Sounds 
funny, doesn’t it? What I mean is 
that I will meet the boys and learn 
how they do things. I will have an 
opportunity to make some new friends 
and I know that they will count it a 
real favor when I give them the chance 
to become associated with this great 
organization.” 

Lists are being prepared with the 
names of every retail merchant in the 
East. These lists will be furnished to 
the campaign chairman who will divide 
them territorily for his workers. Each 


month during the drive a letter will 
be sent to the prospective members, 
explaining the federation purpose and 
program. Personal invitations to join 
will be extended by the members of 
the committee to be selected by the 
advisory council. 
Every Member Will Help 

In addition to the systematic can- 
vas of the regular committee, there will 
be a whirlwind drive by the members 
themselves. A special committee is be- 
ing formed to handle this feature. Each 
federation. member will be asked to 
round up his neighbor merchants. 

George Strong, former president and 
veteran membership campaigner, says 
of the drive, “This will be the greatest 
campaign we have ever put over. We 
do not intend to miss a single feed 
merchant. The purpose of the drive is 
as much educational as financial. We 
want the retail merchants to know 
what the federation has done and is 


(Continued on Page Twenty-two) 


Adoption Of The Feed Bag 
Pleases Federation 


EMBERS of the Eastern Fed- 
M eration of Feed Merchants 

have been loud in their praise 
of the decision of the directors to adopt 
The Feed Bag as the official magazine 
for the organization. The July issue 
reached each member and they were 
prompt to recognize its progressive 
support of the retail feed trade. 

“It is a well edited magazine that 
should bring new enthusiasm to our 
members,’ commented Pres. W. S. 
Van Derzee. “I believe the action we 
have taken will meet with the fullest 
approval of our membership. The Feed 
Bag is the retailers’ magazine. It is 
full of up-to-the-minute suggestions 
and faithfully reports the retail asso- 
ciations’ activities. I welcome The 
Feed Bag to my office each month.” 

Henry Wilber of Jamestown, N. Y., 
who was formerly a director of the fed- 
eration had this to say: 

“T have watched The Feed Bag since 
its first number and it has been grow- 
ing better each month. I believe the 
adoption of The Feed Bag by the fed- 
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eration will bring to each member a 
magazine full of profit-making sugges- 
tions as well as all of the important 
trade news. Please be sure that my 
name is included on your mailing list.” 


A. J. Thompson, Wycombe, Pa., 
vice-president of the federation, has 
joined the ranks of the enthusiasts. 

“The Feed Merchants’ Bulletin, 
which the federation has published for 
two years has served a useful purpose 
but I believe The Feed Bag which rep- 
resents other trade associations and 
brings to us the news of their activi- 
ties in all parts of the United States, 
will be even more valuable. I am glad 
that the directors have adopted it as 
the official magazine of the federation. 
We shall have the Southeastern Penn- 
sylvania association, of which I am 
president, well represented in its col- 
umns.” 


The Feed Bag will be sent regularly 
to each member of the federation with- 
out extra cost, the subscription fee be- 
ing included in the membership dues. 
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Advertisers THE FEED BAG 
Are Responsible Firms 


HE courts of law or arbitration 
cannot help any dealer who “‘gets 
stuck”’ dealing with irresponsible 
Be 8X5) people. Following up this thought 
we would like again to call the attention of 
our dealers and friends to the business ne- 
cessity of always dealing with responsible 
people and of never taking a chance with 
those whom you do not know to be such. 


@ Your secretary stands ready at all times 
to give you an opinion of any firm in whom 
you are interested and, as a general rule, 
we would say that a dealer can usually be 
safe doing business with firms who are reg- 
ular advertisers in the trade papers he re- 
ceives. As editor of The Feed Bag, I can 
tell you that we never accept any adver- 
tisements for publication in The Feed Bag 
unless we firmly and sincerely believe that 
the advertisers will live up to the spirit as 
as well as the letter of all contracts made 
with our readers. 


@ The preceding paragraphs are from 
the secretary's annual report made at the 
recent Central Retail Feed association con- 
vention at Milwaukee by David K. Steen- 
bergh, secretary of the association and 
managing editor of The Feed Bag. Similar 
advice has been offered by the same speaker 
and by other secretaries at almost a dozen 
other feed and grain conventions held this 
year. It is repeated herewith addressed to 
all readers of the ‘‘The Dealers’ Paper of 
the Feed Industry”’ and to our advertisers 
and prospective advertisers. 


@ Dealers can never lose if they use The 
Feed Bag as their buying guide. Whole- 
salers never lose when they invest their 
money for advertising space in The Feed 
Bag. The losers, Mr. Reader, are all among 
those who overlook The Feed Bag either as 
a buying guide or advertising medium. 
This is a fact our readers should find well 
worth remembering. 


Allis-Chalmers Mfg. Co. 
Arcady Farms Milling Co. 
Archer-Daniels-Midland Co. 
Banner Grain Co. 

Buerger Commission Co. 
Brooks Milling Co. 
Cannon Valley Milling Co. 
Capital Flour Mills, Inc. 
Cereal Grading Co. 
Chapin & Co. 

Crushed Oyster Shell Co. 
Dadmun-La Budde Co. 
Darling & Co. 

Dells Milling Co. 


Denver Alfalfa Mlg. & Prod. Co. 


John Devlin Hay Co., Inc 
Deutsch & Sickert Co. 

C. E. Dingwall Co. 
Donahue-Stratton Co. 
Franke Grain Co. 


Froedtert Grain & Malting Co. 
Grain Dealers N. M. Fire Ins. Co. 


Grain Machinery Co. 
Great Northern Hotel 


Haertel Co., Inc. 

Herrick Feed Co., Inc. 
Hiawatha Grain Co. 

S. Howes Co., Inc. 
Humphreys-Godwin Co. 
International Sugar Feed Co. 
Iowa Milling Co. 


A. E. Jacobson Machine Works, Inc. 


I. S. Joseph Co., Inc. 

King Midas Mill Co. 

E. J. Koppelkam 

La Budde Feed & Grain Co. 
Ladish Milling Co. 

Linseed By-Products Co. 

Linseed Meal Educational Committee 
Maney Bros. Mill & Elevator Co. 
Marianna Sales Co. 

McKercher Milling Co. 
Minnesota Feed Co. 

Munson Mill Machinery Co., Inc. 
National Food Co. 

Nebraska Consolidated Mills Co. 
New Nicollet Hotel 

New Richmond Roller Mills Co. 


Bag ADVERTISERS 
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Northern Milling Co. 
Northrup, King & Co. 
Paine, Webber & Co. 

J. P. Parks 

Penick & Ford Ltd., Inc. 
F. J. Phelan Co. 

Quaker Oats Co. 

Radtke Bros. & Kortsch Co. 
Ralston-Purina Co. 

M. G. Rankin & Co. 
Reliance Feed Co. 
Ross-Gould Co. 

R. H. Smelter 
Springfield Milling Co. 
Sprout, Waldron & Co. 
A. L. Stanchfield 
Strong-Scott Mfg. Co. 
Stuhr-Seidl Co. 


Sunset Feed & Grain Co., Inc. 


L. Teweles Seed Co. 
Three Minute Cereals Co. 
Washburn Crosby Co. 


Western Terminal Elevator Co. 


E. S. Woodworth & Co. 
York and Co. 
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We Are Merchants, Not Bankers 
We Sell Feed For Cash 


Denver, Colo., Dealer Gives This Reason For His Success In Business 
Plan Saves Money for Customers, Increases Buying Power, He Declares 


HEN P. C. Schreiner, presi- 

W\ dent of the Mile High Poul- 

try Farms, Inc., Denver, 
Colo., reported that his feed, sales for 
April were $4,000, or 57 per cent great- 
er than April of last year, it became 
apparent that his repeat customers, 
who have been coming back since he 
started business, are rapidly increasing. 

For years this company has been ex- 
tending a service of growing helpful- 
ness among its customers and Mr. 
Schreiner revealed that one of the out- 
standing reasons is that he sells for 
cash. 

“By selling for cash we are relieved 
of many troublesome financial prob- 
lems,” Mr. Schreiner said, “and thus 
we have more time to devote to mer- 
chandising. In other words, it be- 
comes possible for us to make mer- 
chants out of ourselves instead of fi- 
nanciers.” 

Plan Is Economical 

Mr. Schreiner told of the savings he 
had been able to pass on to his cus- 
tomers because of his cash operations. 
He spoke of the savings in his operat- 
ing expenses. He said that a smaller 
office force is possible and that less 
stationery and less bookkeeping 
equipment is needed. A big saving in 
postage because there are no state- 
ments and no invoices to mail, is also 
realized, Mr. Schreiner said. 

Expensive contributions to credit in- 
formation bureaus are eliminated, time 
consumed in looking up the credit 
standing of customers is saved, losses 
through bad accounts are avoided and 
no offense is given to those whose 
credit’ rating is not satisfactory, he 
added. 

“Our own financial position has been 
greatly strengthened and our credit 
standing improved,’ Mr. Schreiner 
said. “When I went to my banker 
recently to borrow money he wanted 
to know the amount for which we 
were carrying our customers. That 
was the first question he asked. The 
borrowing power of the merchant 
whose assets consist of salable mer- 
chandise instead of accounts is greatly 
enhanced.” 

The first customers this company 
had when it started in business eight 
years ago were cash customers and 


it now has splendid indications that 
cash customers are as good repeaters 
as charge customers. 
Provides Buying Power 

“This cash policy has placed us in a 
much stronger position in our buying,” 
Mr. Schreiner declared. “It has made 
it possible to buy for cash which has 


Mile High Feed Store at Denver, Colo. 


helped us in many ways. We buy for 
less. Nothing talks like money. Any 
one having something to sell would 
rather have the ,cash for his article 
than an I. O. U., no matter how good 
the credit standing of the purchaser, 
and in a majority of cases the seller 
will make price concessions to the cash 
buyer. And that isn’t all— 

“The seller will look up the cash 
buyer first when he has a special to 
offer. The cash buyer is thus afforded 
first choice of the merchandise offered, 
as well as better service. 

“We earn a tremendous amount of 
money in discounts by cash buying and 
selling. 

“Suppose we sell 50 bags of cracked 
corn per day at $2.00 a bag. That will 
give you $100 a day or $2,500 a month, 
allowing 25 business days to the 
month with which to take up cash dis- 
counts. With money at 2 per cent for 
30-day discounts, the profit on this one 
item would amount to $50.00 a month. 

Allows Quantity Buying 

“This company sells 54 kinds of 
grains and feeds. Application of the 
cash principle in the same manner to 
all these items will give you an idea 
of the golden harvest to be reaped by 
a cash feed business.” 

Since big money is required to carry 
on a feed business, the importance of 
selling and buying on a cash basis be- 
comes more apparent. A few hours 
before the writer talked with Mr. 
Schreiner the company purchased 800 
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bags of wheat, 300 bags of bran and 
200 bags of shorts. Any feed dealer 
knows that such purchases run into 
money and that by the end of the year 
the savings on discounts alone amount 
to enormous sums. 

Mr. Schreiner also said that quantity 
buying is possible in cash feed stores. 

“If I had purchased the 200 bags of 
shorts separately, they would have cost 
us more. And the same rule would 
apply respectively to the 800 bags of 
wheat and the 300 bags of bran. In 
other words, the seller delivered the 
entire 1,300 bags of feed to us at a 
much lower figure than he would have 
done in the case of a dozen or more 
buyers. The cash policy has also en- 
abled us to buy grain on an ‘up’ mar- 
ket.” 

Advertises With Radio 

“We have placed a premium upon 
cash buying by passing on to our cus- 
tomers part of our cash savings,’ Mr. 
Schreiner said. “We have adopted the 
cash-and-carry plan, and a further pre- 
mium has been placed upon this plan 
by assessing a small charge for close- 
in deliveries. Long deliveries are not 
made at all.” 

An automobile driveway has been 
built through the entire length of the 
Mile High store which is 50 feet wide 
and 120 feet long. The entrance to 
the driveway is made from Blake 
street in front of the building, over 
which a sign, “Customers, Drive In,” 
is painted, and the exit is at the rear 
of the building, leading into an alley. 

Many customers park their cars at 
the curb in front of the store while 
boys skid the bags of feed out to them 
in hand trucks but during the rush 
hours continuous strings of touring 
cars, coaches and sedans roll through 
the building, pick up their bag, some- 
times a dozen bags, of feed and drive 
through the rear door, making room 
for the next car behind him. 

Mr. Schreiner uses many sales 
methods. 

“We advertise in the daily papers,” 
he said. “We use the radio, and issue 
a complete catalog covering all depart- 
ments of our business. We are the 
cnly poultry farm in the world which 
sells the poultry man everything he 
needs and buys from him everything 
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he has to sell. All available display 
space about the store is utilized.” 

In the radio talks the Mile High 
announcer gives quotations, discusses 
service, and tells the kinds of feeds 
that will make hens lay and how to 
care for them. 

Salesmen Well Informed 

The company employs salesmen who 
know its feeds and how to prescribe 
their uses. These salesmen are re- 
quired to have extensive poultry ex- 
perience. They must know the vary- 
ing food requirements of a baby chick, 
a four-months springer, a hen in the 
spring and in the fall season. They 
must know the correct uses of baby 
chick scratch grain, of cod liver oil 
and growing mash, of meat scraps, 
bone meal and alfalfa meal. No By- 
Guess and By-Gosh salesman gets a 
job or holds it. 

The Mile High Co. manufactures 
and sells poultry remedies. It also 
sells remedies and feeds of others. It 
sells feeds mixed, or the customer can 
buy his feeds there and mix his own. 
The customer may pay for his feed 
with eggs or poultry in lieu of cash, 
and if his bank account is flat and his 
egg case low, he can buy at as little 
as six eggs worth of feed, closing the 
entire deal the same day. 

These are a few reasons the Mile 
High Poultry Farms, Inc., has so 
many repeat customers. But the out- 
standing reason is the cash and carry 
policy. 


VORWALD BROS. have completed 
their new feed mill at New Vienna, 
ia. 


B. F. BENSON, vice-president of 
the Benson-Quinn Co., grain dealers, 
has been elected president of the Min- 
neapolis Y. M. C. A. 


FARMERS’ ELEVATOR CO., 
Kenyon, Minn., has been remodeled 
and an addition built to take care of 
the increasing business. 


HENRY P. WERNER, Buffalo, 
vice-president of the Hecker-H. O. 
Co., feed manufacturers, has been 
elected president of the corporation, 
succeeding A. B. Walker, New York, 
who becomes chairman of the board 
of directors. Mr. Werner’ was 
president of the H. O. Cereal Co. prior 
to its merger with the cereal branch 
of the Standard Milling Co. in 1925. 
He will retain his offices in the Gene- 
see building. No change of policy is 
contemplated nor is any merger or 
other important step planned, Mr. 
Werner said. 
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W. S. VAN DERZEE, president of 
the Eastern Federation, recently visited 
the experimental station at Geneva, N. 
Y., to confer with Prof. F. B. Mor- 
rison and others regarding the newest 
developments in poultry and dairy ra- 
tions. He also went to Ithaca, N. Y., 
tc study the methods employed in the 
experimental work at Cornell univer- 
sity. 


A. G. JOHNSON, who has been 
active in the wholesale and retail feed 
business at Jamestown, N. Y., for 
many years, operating under the name 
A. G. Johnson & Son, is retiring from 
business and has sold his interest in 
this firm to his son-in-law, Robert C. 
Johnson, who, with Frank A. Johnson, 
will continue the business. 


c. A. PEASE & CO., 462 Main St., 
Hartford, Conn., has been liquidated 
following the recent death of both of 
the partners. 


WGY To Continue Radio 
Feed Talks 


The weekly radio talks from WGY 
and associated stations, sponsored by 
the Eastern Feteration of Feer Mer- 
chants, will be continued throughout 
the summer and fall months. They 
have attracted wide-spread attention, 
and have brought thousands of in- 
quiries from all parts of the world. 

The talks are given by W. A. Stan- 
jard, secretary, each Tuesday at 8:15, 
eastern daylight saving time. During 
August, the talks will stress the im- 
portance of proper feeding during the 
summer, with a view to encouraging 
farmers to adopt a systematic feeding 
program in summer as well as in win- 
ter. 

Among the replies received last 
month were several from South Amer- 
ica asking for more information on 
modern feeding practices. 

The federation has prepared large 
posters announcing the talks which are 
furnished to the members for display 
in their stores. Many of the members 
enclose an announcement with their 
bills and send special notices to the 
farmers at regular intervals. 

“The federation requests its mem- 
bers to continually remind the farmers 
about the talks,” said Pres. W. S. Van 
Derzee. “The greater our radio audi- 
ence the more valuable the talks wil! 
be. Every fact we present should help 
the farmers to larger profits and that, 
of course, interests each feed man.” 
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Federation Plans Campaign 
For Membership 


(Continued from Page Nineteen) 


doing for them. It is, of course, ne- 
cessary to have more funds in order 
to carry out the enlarged program of 
our organization, and the only way we 
can get the money is from membership 
fees. I am behind the drive 100 per 
cent. 
Contests to Increase Interest 

While the campaign will not offic- 
ially start until September 1, several 
new members have already been en- 
rolled, according to W. A. Stannard, 
secretary. “There will be plenty of 
interest in the campaign, judging from 
the early plans of the committee. 
These will be contests between states 
and between counties within the states. 
It has been suggested that an airplane 
race—in which various teams represent 
airplanes—may stir up some fun for 
everybody. The drive will be con- 
tinued unti! every feed merchant is in 
the ranks.” 

During August a meeting will be 
held to draft the final plans for the 
membership drive so that on Septem- 
ber 1 all of the committees may begin 
their active campaigning. 


F. M. McINTYRE, Potsdam, N. Y., 
a. director of the federation, has an- 
nounced the marriage of his daughter. 


M. LELAND LEWIS’ feed store at 
Gilboa, N. Y., was recently destroyed 
by fire. 


CATSKILL PLANT SOLD 

Salisbury & Austin, who for more 
than 25 years conducted a large feed 
business at Catskill, N. Y., have sold 
their plant to Jeremiah Dean, who will 
continue it under the name of the Cat- 
skill Valley Mills. 

Mr. Dean has a mill at Oak Hill, N. 
Y., and for four years has had a ware- 
house at Catskill which he closed when 
he took cver the new property. The 
former owners conducted a wholesale 
grocery business in connection with 
their feed lines but Mr. Dean will con- 
fine his business to feed and grain. He 
has installed a one ton mixer and is 
preparing to do custom grinding for 
his customers. 

The mill at Oak Hill is more than 150 
years old and is a landmark in the sec- 
tion. Mr. Dean and his associates are 
proud of the mill and are pleased to 
welcome the many visitors who come 
to inspect its hand-hewn timbers and 
old-time reminders of past milling 
methods. 
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Dealer Contact With County Agents 
Helps to Develop Business 


New England Association Aids Members to Meet Agricultural Workers 
Valuable Merchandising Ideas, Farm Knowledge Learned at Gatherings 


By Lynne P. Townsend 


ANY grain dealers, or at least 

M many of those in New Eng- 
land, are not as familiar with 

the work of the county agricultural 
agents as they ought to be. Neither 
are they working as closely with the 
extension forces as they might. There 
is a most favorable point of contact. 
The customers of the grain dealer are 
the very people with whom the county 
agent deals and much of the advice and 
counsel which the agent gives has to 
do with the various lines of merchan- 
dise handled by the dealer, such as 
feeds, seeds, fertilizer, and equipment. 
A definite feature of the work of the 
New England Retail Grain Dealers’ as- 
sociation has been the building up of 
a closer co-operation between these 
two agencies. As far as this program 
has been carried out, it has worked very 
successfully. The usual procedure is 
to call a meeting of the dealers in a 
given county, set up a program of gen- 
eral discussion and invite the county 
agent to take part. At these meetings 
the agent is asked to define clearly the 
scope of his work and the limitations 
put upon it by law. In every instance 
where such meetings have been held 
they have resulted in a clearer under- 
standing of the work and the estab- 
lishment of a co-operating relation- 
ship which works to the mutual ad- 
vantage of the dealer and agent alike. 

County Agent’s Position 

There still remains some misappre- 
hension concerning the work of the 
extension service. Many still seem to 
think that the county agent is only a 
secretary to the farm bureau and as 
such a probable purchasing agent for a 
co-operative buying institution. It is 
true that in the old days, when the 
agent was wholly paid out of funds 
raised by popular subscription or mem- 
berships, this was very likely to be 
the case. It is not the case any more. 
The extension service in many places 
is financed wholly by tax appropria- 
tions, and in nearly all places he is 
partially so. He is not the agent of 
the farm bureau but a government of- 
ficial with obligations to every resident 
of the county whether or not that resi- 
dent is a member of the bureau or 
makes a contribution to its work direct. 


As such a county employee, the agent 
is under a legal and a moral restriction 
against indulging in the promotion of 
any commercial enterprise or in sup- 
porting in any way, the distribution of 
one brand of supplies or goods as 
against another. These restrictions are 
generally rigidly observed. 

There are, it is true, a few county 
agents who do not seem to have ac- 
quired this conception of their work 
and occasionally we hear what seems 
to be a bona fide complaint that the 
county agent is assisting in the pro- 
motion of some enterprise, to the det- 
riment of other business in the same 
line. This is particularly true if the 
enterprise is watermarked with the 
term Co-operatives. But as stated be- 
fore even this’ type of commercial en- 
terprise receives but little support on 
the part of the greater number of ex- 
tension workers and where it does 
occur it could most easily be stopped 
by invoking the legal restrictions 
which surround the work. 

In a number of the counties through- 


out New England, the county agent 
has been supplied with a list of the 
grain dealers in the county together 
with their telephone numbers and a 
statement of the line of goods which 
the dealer carries. Frequently the 
agent is able because of this informa- 
tion to pass on to one of his patrons, 
the word that certain recommended 
supplies may be purchased from the 
dealer in his immediate neighborhood. 
Without a doubt this has been the 
means of bringing the dealer and a 
customer together in many cases. Af- 
ter receiving the list of dealers the 
county agent places these names on 
his mailing list and thereafter the deal- 
er receives copies of all the informative 
literature which the agent sends out, 
he is kept informed on the recommen- 
dations which the agent is making, and 
thereby intelligently stocks his sup- 
plies; further than this he receives the 
announcements of all meetings, demon- 
strations and the like which are held 
in his neighborhood and this gives him 
(Continued on Page Twenty-four) 


Vermont Dealers Undaunted 
By Flood Setbacks 


suffered severe losses as the re- 

sult of the floods last fall, are 
making a plucky and a generally suc- 
cessful fight to “come back”. It was 
the writer’s pleasure to spend several 
weeks among the dealers in the north- 
ern part of that state during the month 
of July and the observation just made 
is the result of that visit. Itis utterly 
impossible to describe the devastation 
which the floods wrought and this ap- 
plies most fully to the many grist mills 
and stores located on the very banks 
of the rivers that went on rampage. 
‘Not a single miller or dealer has 
given up the ship. They are all doing 
business on the old stand although 
many of them are working under the 
most discouraging handicaps. Dozens 
of mill dams were torn away by the 
raging waters, but practically all of 
them are being replaced. Coe Brothers 
at West Burke are putting in a new 


» grain dealers who 
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one that seems substantial enough to 
withstand any flood. Everywhere re- 
pairs to plants are in progress or are 
already completed and the dealers as 
a whole are now in even better shape 
than ever before to give first class 
every day service to their patrons. 

Incidentally, one feels inclined to 
doff his hat to the whole state of Ver- 
mont as a tribute to the manner in 
which it has faced the results of its 
great disaster. There is no complaint 
anywhere—only a grim determination 
to build bigger and better than ever 
on the ruins of what was before. The 
state roads are in really excellent 
shape. Fine new bridges are taking 
the places of the hundreds of old ones 
which were washed away and by an- 
other season all traces of damage will 
be gone except perhaps, for the gullies 
which only the years can cover. 

Ii ever there was the least doubt of 
the value of the national Red Cross, 
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<a] ‘‘All your needs in grain and feeds’’ |e 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE 


BUFFALO, N. Y. 


FEED JOBBERS 


Also Representing: 


BRANCH OFFICE 
MIDDLETOWN, N. Y. 


HAINES 


Write for Bulletin F-10 


COMBINATION 


MIXER 


For the thorough 

and rapid mix- 
ing of dry feeds 
for stock and 
poultry. 


Requires mini 
mum floor space 
and power—ship- 
ped completely 
assembled ready 
for operation on 
arrival. 


Convenient--- Eff- 
cient---Durable. 


ADDITIONAL 
SALES 
REPRESENTATIVES 

WANTED 


The Grain Machinery Co. 
Marion, Ohio 
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such doubts must immediately vanish 
when one hears of the amazing work 
which that organization has done in 
the regions of Vermont which were 
most severely stricken. Through its 
ministrations the woes of the state 
have been speedily ameliorated, and 
the plucky Vermonters, true to the 
best traditions among them, have with 
this help placed themselves well on the 
way to complete recovery from the 
awful tragedy which overtook them. 

Membership in the New England 
Retail Grain Dealers’ association has 
been growing at a very satisfactory 
pace during the last few weeks. As a 
result of personal canvassing on the 
part of the secretary and prominent 
members of the association, 49 new 
members were secured in Vermont 
during the first three weeks in July. 
Working with the secretary on this 
canvass were: A. W. Braisted, Ben- 
nington; Lloyd Aldrich, Rutland; W. 
T. Abell, Burlington; R. P. Felton, St. 
Albans; G. W. Stearns, Johnson, and 
F. C. Brown, Barton. 

That New England dealers are gen- 
erally well sold on the association is 
evidenced by the fact that over 90 
per cent of those approached have seen 
the wisdom of organized work and 
have cheerfully joined and paid their 
money. The goal of those directing 
the canvass is 800 members and it is 
confidently felt that this number will 
be reached within the next two or three 
months. 


Association Helps Contact 
With Farm Agents 


(Continued from Page Twenty-three) 
an excellent opportunity to get out and 
mingle with his potential customers at 
a time when such contact should be 
the most profitable. 

Wherever this general plan has been 
tried it has met the most cordial sup- 
port on the part of the county agents 
and the other extension forces. It is 
one of the most logical movements 
which grain dealers as a class could 
undertake. Since the plan has been 
in operation a number of Connecticut 
and Massachusetts dealers report that 
they have greatly benefited, and today 
are working in close harmony not only 
with the local agent but with the ag- 
ricultural colleges as well. It is the 
plan of the New England Retail Grain 
Dealers’ association to hold a county 
meeting of the kind described in every 
New England county this year. 


THE SHIPPING ASSOCIATION, 
New Richmond, Wis., is installing a 
feed mill. 


‘ 
| 
J. C. HUBINGER BROS. CO., Keokuk, Feed 
ROSENBAUM BROTHERS, Chicago, Grain 
5 ” HENRY LICATIG & CO., Kansas City, Mo.......................Milo and Kaffir 
— FAIRMONT CREAMERY CO., Omaha, Neb....................Dried Buttermilk 
AMERICAN MOLASSES CO., New York City................Blackstrap Molasses 
‘ : a MUTUAL RENDERING CO., Philadelphia, Pa........................Meat Serap 
a... OYSTER SHELL PRODUCTS CO., Philadelphia, Pa.................Oyster Shells 
27 AMERICAN LINSEED CO., New York City................O0. P. Linseed Oil Meal 
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Cash Magic Word of Feed Business 
For Calitornia Dealer 


Now Spends Time Getting Customers Instead of Chasing Debtors 
Plan Saves Bookkeeping Expense, Provides Ready Buying Capital 


ARRY R. MILLER, grain and 
H feed dealer, San Jose, Calif., 

has found that cash is a magic 
word in his business. The house for- 
merly operated on a credit basis but 
more recently the policy has been 
changed over to a strictly cash busi- 
ness. The change has come as a re- 
sult of careful study and analysis, and 
has worked out with satisfaction. 

At the time of the adoption of the 
new plan there were on the books a 
large number of outstanding accounts. 
Miller took this into consideration. 

There was no pushing to collect the 
outstanding money. It was explained 
that this could be paid up according 
to the plan. of payment convenient to 
the customer. That is, Miller did not 
say: “I’m operating a cash business. 
You must pay your bill.” He merely 
asked that business from that date on 
be cash and that the former bill be 
taken care of in the customary fashion. 

It was expected that the change in 
policy might effect the sales volume. 
But Miller figured that even if the 
volume did fall off a bit the change 
would be worthwhile. smaller 
volume of goods sold, with the actual 
cash in the till was worth more than 
a large volume with outstanding 
money, some of which might never be 
collected. But, the change has not af- 
fected the volume sales. The amount 
of business has continued to hold its 
cwn, and last month even did better 
than that. 

The cash business offers very defi- 
nite advantages to Miller. First, it 
eliminates the expensive and time con- 
suming routine of bookkeeping. It also 
forms a better relationship between the 
store and customer. 

Another point, Miller discovered that 
when a customer owed a bill which he 
couldn’t pay he’d get ashamed to come 
to the store. The result would be that 
the customer would go to another 
dealer to fill his immediate need, pay- 
ing cash. Thus, credit did a sort of 
double injury to his business. That's 
human nature! 


In addition to these advantages cash 
business eliminates all collections 
which are time consuming. For in- 
stance, Miller was a half hour late to 


Che Feed Ba 


feeders’ problems. 
your patron’s questions. 


This is a clearing house for feed dealers’ and 
Send in your own and 


Do feeds have any effect upon the 
butter fat content of milk?—R. S. 

Varying kinds of feed affect produc- 
tion but not the butter fat content. 

Will calves fatten better on grain 
with pasture than on pasture alone?— 
G. LL. 

Calves should be fed a grain ration 
while on pasture. It is advisable to 
keep them off forage during the day 
and allow them to graze at night. 
While they are in the barn they can 
be fed corn and hay. 

When is the proper time to start 
feeding baby chicks?—M. O. 

The University of Illinois advises the 
feeding of chicks when they are 40 
hours old. It maintains that they be- 
come too hungry if detained longer. 

I have a customer who has trouble 
in getting his chicks to feather. What 
is a good remedy?—P. S. 

Tell your customer to decrease the 
number of chicks in the house to avoid 
overcrowding. Green feeds should be 
fed liberally with the mash. 

How much grain and mash will an 
average White Leghorn eat in a year? 

A White Leghorn will consume 70 


the office on a certain Monday morn- 
ing. He had stopped on his way to 
work to collect an old outstanding bill. 
Rather, one should say, to try to col- 
lect. Now, he figures that half hour 
could have been used to better ad- 
vantage at the store or out interview- 
ing prospective customers. The man 
who owed the money didn’t want to 
see him anyway. So why have credits 
and waste time collecting money? 
The elimination of credits is giving 
Miller time for creative activity. The 
new plan gives him a day or two every 
‘(Continued on Page Twenty-six) 
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to 75 pounds of grain and mash a year. 
* * * 


How long do the effects of liming 
last on a soil?—J. J. 

That depends on the condition of the 
soil at the time of lime application. 
Advise your customers to have their 
soil tested before putting on the lime 
and base the amounts on the acidity. 
Lime, if properly applied, will keep 
the soil sweet for about six years. It 
should be tested before that time, how- 
ever, and if it shows acid the lime 


should be replenished. 
Ok 


One of my largest buyers has started 
purchasing his feeds direct from a 
manufacturer. What steps would you 
advise me to take to get back his 
trade?—J. A. K. 

Have a conference with this man 
and talk things over in a friendly way. 
Tell him that you are in constant touch 
with the market and are able to buy 
at the right time. Consent to order 
his feeds for him at a reasonable com- 
mission if you cannot make any other 
arrangements. Give him such good 
service that he can’t get along without 
you. At least, keep his friendship, for 
he will soon grow tired of attending 
to the details of direct buying and 
will eventually leave it up to you. Also 
consult the manufacturer who sells him 
the feed and try to come to some un- 
derstanding. 


What is a good method to suggest 
to farmers for figuring their milk pro- 
fits from feeds.—P. K. 

To find the returns for every $1.00 
spent divide the value of the products 
by the feed cost; to discover feed 
costs per pound of butter fat, divide 
the pounds of fat into the feed cost 
and to determine the cost per 100 
pounds of milk divide the pounds of 
milk into the feed cost and multiply 
by 100. 
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(Continued from Page Twenty-five) 
week for this type of work. He may 
spend it in studying markets and in 
doing a better type of buying. Or, he 
may jump in his car and whisk out to 
the country and call on his present and 
prospective customers. 

Miller’s idea is that if you aren’t 


Elimination of this detail, through op- 
erating a cash business, permits more 
time for creative salesmanship, for 
forming new contacts, for making new 
customers. It is activity such as this 
that builds for success. Cash business 
is progressive business. It is the new 
and coming thing in the feed business, 


going ahead, you are going backwards. according to Miller. 

If you are involved with a lot of un- Besides these advantages a cash busi- 
necessary costly office detail, you ness also affords an adequate working 
haven’t much time to do creative work. capital. It permits one to take advan- 


*‘EUREKA”’ 
Revolving Disc Aspirator 


MORE ASPIRATION 


WILL INCREASE 
SCRATCH FEED BUSINESS 


MORE THAN 
A 


NEW SALESMAN! 


Aspirators—See our Catalog No. 100 


S. HOWES CO., INC. 


BUILDERS OF “EUREKA” FEED MIXERS 
SILVER CREEK, N.Y. 


tage of all cash discounts, and attrac- 
tive market conditions which is a point 
worth serious consideration, according 
to this progressive merchant. 

A business operated on a cash basis 
also implies merchandise at a lower 
price. Miller explains that the public 
has learned through extensive adver- 
tising carried on by retail merchants 
in other lines that it pays to pay cash. 
The public has been educated up to 
this idea and the feed dealer can profit 
by the fact through operating business 
on a cash basis. 

Cash business has thus proved an ad- 
vantage to Miller. It has established 
a better relationship with the customer. 
It has eliminated time consuming book- 
keeping and no more time need be 
spent on collecting. The new plan also 
provides adequate cash for carrying on 
the business and than this, 
“Cash” is a magic word. To the pub- 
lic it means lower prices and so it has 
pulling power in itself. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierce Bldg., 
LAMAR, COLO. ST. LOUIS, MO. 


Dhan you want flour 


CANNON VALLEY MILLING co. 


MODERN WATERPOWER MILLS 


MINNEAPOLIS — MINN. 


FARMERS CHOICE SWEET DA/RY RATION 
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Michigan Association To Convene 
At Lansing August 16, 17 


Program Of Many Features, Including Visit To State College, Planned 
Experienced Men Obtained To Give Talks; Headquarters At Hotel Olds 


ranged providing such a variety 

of practical and scientific informa- 
tion as that which will be presented 
by the Michigan Grain, Feed and Hay 
Dealers’ association at its twenty- 
seventh annual convention to be held 
at the Hotel Olds, Lansing, August 16 
and 17. 

An afternoon spent at the Michigan 
State college is one of the big features 
of the event. Grain, hay and feed 
dealers will hear lectures by the in- 
structors and will visit the experimen- 
tal farm to observe the alfalfa plats, a 
hay making demonstration and the ef- 
fects of lime and fertilizer on crops. 

Many Capable Speakers 

Men who know whereof they speak 
have been engaged, regardless of dist- 
ance, to talk during the regular ses- 
sions at the Hotel Olds. The rich 
business ration of the convention will 
be balanced by a banquet which will 
be held on the evening of the opening 
day. 

The first session will be called to 
order at the Hotel Olds at 9:30 a. m. 
C. W. Otto, secretary of the Lansing 
Chamber of ‘Commerce, will present 
the keys of the city to the visiting 
dealers and Guy H. Rowell, Yale, first 
vice-president of the association, will 
respond. W. I. Biles, Saginaw, presi- 
Gent, will give his address which will 
be followed by the report of T. 
J. Hubbard, Lansing, secretary and 
treasurer. Appointment of the resolu- 
tions, nominating and auditing com- 
mittees, is scheduled to follow. 

The Michigan association has kept 
committees in the field who worked 
on legislation, statistics, and arbitra- 
tion during the year. C. E. Noyes, 
Jackson; L. E. Marshall, Lansing; S. 
O. Downer, Saginaw, the chairmen, 
will give a report of their activities to 
conclude the morning session of the 
conveniion. 

Program at State College 

At 1 p. m.,, all dealers will gather in 
front of the hotel and will go in a 
body to Michigan State college, East 
Lansing, where R. S. Shaw, president 
of the institution, will welcome them. 
J. F. Cox, dean of agriculture, is to 
give an address on “Wheat” and Prof. 
H. C. Rather will explain Michigan’s 


has a program been ar- 


seed program. The dealers will then 
be guided to the experimental farm 
maintained by the college where Prof. 
C. R. Megee will talk on alfalfa with 
plats of the crop to demonstrate his 
lecture. P. R. Miller, extension spec- 
ialist in farm crops, will give a hay 
making demonstration. “Commercial 
Fertilizers and the Profits to Be De- 
rived From Their Use,” will be the 
topic of Professors G. M. Grantham 
and James Tyson, and Prof. John W. 
Sims will make fertilizer recommenda- 
tions. 

The visit to the Michigan State col- 
lege is expected to attract many to the 
convention. 

“Two years ago,” said Mr. Hubbard, 
secretary and treasurer, “when we held 
our twenty-fifth annual convention, the 
Michigan State college provided a pro- 


Commercial Feeds Endorsed 
By Newspaper 

Further evidence of the support that 
the farm press is giving to the com- 
mercial feed industry is shown by the 
advertising campaign which appeared 
recently in the farm section of the Des 
Moines (Iowa) Register, a daily news- 
paper. 

A large spread in the paper carried 
the message that commercial feeds 
were necessary for higher production 
from hogs, hens and cows, and that 
farmers who used them would increase 
their profits. 

“Towa dairymen who make most 
profits from their cows have found 
that a certain amount of supplemen- 
tary commercial feeds pays them big 
dividends,” part of the advertisement 
reads. 

Set, in one corner, in italics type ap- 
peared the following: 

“Ask your local feed dealers for 
more information concerning commer- 
cial feeds for hogs, cattle and poultry 
or write direct to the feed companies 
for literature. Just like anything else 
there are cheap institutions which may 
be a great disappointment to you. In- 
sist on your dealer supplying you with 
well-known feeds. You can depend 
upon brands that you see advertised 
in the Register’s farm section and 
other reputable publications.” 
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gram for one afternoon and our mem- 
bers were of one accord in saying that 
it was the most interesting and instruc- 
tive program they had ever enjoyed, 
therefore I am sure that the program 
they have provided for our convention 
this year will surpass that of 1926.” 
Banquet First Evening 

The big entertainment feature of the 
convention will be the banquet to be 
held on the evening of August 16. Wil- 
bur A. Brucker, attorney general of 
Michigan, will be the toastmaster and 
speaker of the evening. He will talk 
on “Our State Government.” <A good 
musical program has been arranged, 
through the courtesy of Chatterton & 
Son, Michigan Elevator Exchange, 
Christian Breisch & Co., Ryon Grain 
Co., Cushman Carl Co., Michigan Fer- 
tilizer Co., and the Michigan Mutual 
Fire Insurance Co., all of Lansing. 

Ladies will be kept busy and happy 
during the convention. Sight-seeing 
tours, theater parties, and a general 
good time for all have been arranged. 

The second day of the convention 
will be devoted to a valuable schedule 
of topics which will interest every 
dealer. Speakers from far and near 
have been gathered to present their 
subjects. Following is the program 
for the morning session: “Magic Cures 
for Feed Dealers’ Problems,” David K. 
Steenbergh, Milwaukee, secretary of 
the Central Retail Feed association; 
“Commercial Feeds,” F. J. Bradford, 
vice-president and sales manager, Ar- 
cady Farms Milling Co., Chicago; 
“Development of Retail Sales at Coun- 
try Elevators,’ M. C. Stout, Ionia; 
“Custom Grinding,” A. L. Reidel, Sag- 
inaw; “Germination Test of Field 
Seeds as a Basis for Purchasing,” W. 
H. Sturgis, Flint. The last three topics 
will be followed by discussions. 

Chas. Quinn to Speak 

For the afternoon session the fol- 
iowing is scheduled: 

“Pending Legislation as It Affects 
Country Elevators,’ Charles Quinn, 
secretary of the Grain Dealers’ Na- 
tional association; “Benefits of Agri- 
cultural Lime As a _ Soil Builder,” 
George Barker, Kelly Island Lime & 
Transport Co., Hillsdale; “Grains As I 
See Them At Present,” L. E. Mar- 
shall, Lansing; “Future of the Hay 
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Vertical Grinder 


‘ Has all the features of a 
double head attrition mill in 
little space and at low cost. 
It will grind almost anything. 
Furnished with Line Start 
Motor where required. 


ALLIS-CHALMERS 


MILWAUKEE, WIS. U.S.A. BULLETIN 1234-I 


SWEET DAIRY FEED 


161446% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


SHIPPERS OF 


CORN 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER -DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 
MINNEAPOLIS -—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 
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Market,” H. A. Dinius, president of 
the National Hay association; “Insur- 
ance and Its Relations to the Eleva- 
tor and Hay Business,” H. E. Wilson, 
Michigan Millers’ Mutual Fire Insur- 
ance Co. 

The convention will conclude with a 
report of the auditing, resolutions and 
nominating committee and the election 
of officers. 


FROEDTERT GRAIN & MALT- 
ING CO., Milwaukee, Wis., has leased 
the Savanna, IIl., elevator and is now 
in position to ship grains favorably to 
both Wisconsin and eastern points. 


J. M. RIEBS CO. grain elevator at 
Milwaukee was partially destroyed by 
fire recently. The loss was estimated 
at $350,000 and included 125,000 bush- 
els of grain and expensive elevator ma- 
chinery. The fire was believed to have 
been caused by spontaneous combus- 
tion. 


ANDREW J. KAMLA, Arcadia, 
Wis., proprietor of the Arcadia Mills, 
died recently at the age of 40. 


AUGUST DAHLKE, Dahlke & 
Borsack, Westfield, Wis., was a recent 
visitor at the Milwaukee Chamber of 
Commerce. 


MORE MILK NOW 


WITH 


CORN 


GLUTEN FEED 
23% Pro 


fe 


Dealers everywhere are finding 
Sweetened Douglas Corn Gluten 
Feed gaining new and better satis- 
fied customers every day. A pro- 
tein concentrate flavored with cane 
mo . For poultry as well as 
Get our new pamph- 
let describing it. 


Look for the sign of these good feeds 
at your dealer, or write to 


PENICK & FORD Lta. 


| 
| | \ 
| | 
| | — GLUTEN 
| | MEMEAL FEED 
- {The Cow-Feeds That Pay’ 
Cedar Rapids, lows \ 
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Beaver DamClub Plans BoosterT our 
To Obtain New Members 


Cheap Seeds, Cash Basis, Direct Selling Discussed At Watertown Meeting 
Kern, Porter, Steenbergh Give Talks; Dealers Enjoy Banquet, Play Golf 


EALERS who attended the 
D Beaver Dam District Dealers’ 

club meeting at Watertown, 
Wis., July 24, had a real enjoyable 
time and took home with them many 
profitable ideas. 

A lively golf match in the afternoon 
at the Silver Creek course between the 
dealers who came early started the 
meeting in great style and resulted in 
a lot of competition of the kind that 
helps. 

President Kern Speaks 

The banquet, fit for a king, was held 
at 6:30 p. m., in the Green Bowl Tea 
shop just outside of the Watertown 
limits. Colby Porter, of C. S. Porter 
Fox Lake, Wis., presided at 
the business meeting which followed 
the banquet and introduced F. Kern, 
Sparta Produce Exchange, Sparta, 
Wis., new president of the Central Re- 
tail Feed association, 
David K. Steenbergh. 

Mr. Kern stressed the value of the 
district meetings and said that they 
were productive of great good. “They 
enable us,” he said, “to become better 
acquainted with our competitor dealers 
and create a_ spirit of co-operation 
among the dealers that eliminates price 
cutting competition. We re- 
sults and many valuable ideas from our 
neighbors and it helps all of us. I 
should say, however, that the greatest 
good of these meetings is the spirit of 
co-operation which they foster. 

“We are not feed dealers merely for 
. profit. As you all know, the feed busi- 
ness in Wisconsin is a big industry. 
There is less grain raised in the state 
each year and more consumed. There 
is a bright future in sight for all of 
us, and by co-operating with our fel- 
low men we are helping ourselves. But 
is our position as feed dealers justi- 
fied and are we entitled to make a 
profit? It is justified and we deserve 
every penny we receive only if, through 
a perfect understanding of the prob- 
lems of our customers, we can help 
them to make a profit. We are not 
helping them when we resort to a 
cheap seed merely to get the jump on 
our competitor. 

Evils of Cheap Seeds 

“Cheap seeds have ruined thousands 

of acres of good farm land in Wiscon- 


and Secretary 


sin. Selling cheap seeds isn’t helping 
the farmers. On the contrary, it’s ruin- 
ing him. Let’s do away with this cut 
price competition and it will not be 
necessary to sell cheap seeds. Another 
way to help the farmer is to make a 
thorough study of fertilizers and to 
know the farmer’s needs so that he can 
get a profit out of his farm. It is our 
duty to help the fellow we take the 
money from, and we are fulfilling this 
duty if we study his problems for that 
purpose.” 

David K. Steenbergh, secretary of 
the association and managing editor of 
The Feed Bag, who made a hasty trip 
back from Virginia in order to attend 
the meeting, told the group what the 
association was doimg for them and 
the value to be derived from member- 
ship in it. 

Colby Porter led the group discus- 
sion which centered on box-car sell- 


Tomahawk Meeting Is Set 
For August I1, 12 


Everything wonders of the northland 
can offer will be extended to all Wis- 
consin feed dealers when they meet at 
Tomahawk for the big summer rally 
which is to be held there August 11 
and 12, at invitation of the Wausau 
District Dealers’ club and the Toma- 
hawk Civic and Commercial club. 

“Bring your bathing suits, fishing 
tackle, golf bags, and do not forget to 
bring the ladies,” invites the Toma- 
hawk Civic and Commercial club, 
which will have charge of the enter- 
tainment. 

Saturday afternoon and Sunday 
morning will be devoted to automobile 
tours through the scenic, territory 
around the city, launch rides, bathing, 
fishing and golfing. The territory 
around Tomahawk abounds with lakes, 
rivers and streams, and every dealer 
will have the opportunity to indulge in 
his favorite sport. 

A banquet will be held at 7:30 p. m., 
Saturday, at the Mitchell hotel, and 
entertainment will follow. Art A. Searl 
and H. A. Atcherson, Tomahawk deal- 
ers, are making all arrangements and 
assure everyone attending that they 
will be more than pleased with the 
hospitality shown by the citizens. 
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ing. One of the dealers suggested that 
if the buyers patronizing these side 
track shippers were shown the inferi- 
ority of the products they get at the 
lower price there would be less of 
this form of selling. He said that if 
the people you served were treated 
fairly, they would always wait for your 
prices, instead of buying from anyone 
who comes along. The key to keeping 
customers, he said, is to figure a rea- 
sonable margin of profit and to treat 
them right. 

Another dealer suggested that a leaf- 
let containing the prices for the entire 
district and circulating to all the cus- 
tomers in that district would be an ef- 
fective means of ending direct selling. 
Customers are usually misguided, and 
if they could know the home market 
and the prevailing prices in that dist- 
rict there would be less outside buying. 

Another dealer suggested that the 
farmers be invited to the district meet- 
ings. He believed that it would enable 
the dealer to become better acquainted 
with his customers and would help to 
solve their problems. 

Cash Basis Favored 

One dealer suggested that a cash 
basis, universally applied, would do 
away with direct selling. There is too 
much long time credit. The farmer 
who owes a large bill at Dealer Jones, 
hates to go back for more because he 
might be asked to pay up his old bill. 
So he goes elsewhere because he has 
to. Just so long as you humor a far- 
mer by permitting long time credit, 
then just that long a time are you los- 
ing money. 

The necessity of getting more deal- 
ers to join the association was stressed. 
The group was asked to bring a non- 
member to all of the future meetings. 
Colby Porter suggested a booster tour 
for more members. Four groups were 
organized and within the next two 
weeks they will visit every dealer in 
the Beaver Dam district. The chair- 
men of the booster tours are E. A. 
Kunde of Clyman, Bert Mann of May- 
ville, H. E. Jaeger of Watertown, and 
John Hull of Markesan. 

The next district meeting will be 
held at Fox Lake and the date will be 
announced in a future issue of The 
Feed Bag. 
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SK US 


for Samples and 
Prices of 


CORNO 
Feeding Oatmeal 


14.5 Protein 

3.9 Fibre 
For Mashes and Poultry 
Fattening Feeds—for 
Pigs, Calves and all young 
and growing animals. 
Fully equal to Ground 
Oat Groats and Rolled 
Oats for animal feeding at 
a big saving in price. 


CORNO 
Hygrade Oatfeed 


11.0 Protein 
19.0 Fibre 


Almost as much Protein 
as Whole Oats, ground or 
unground, or Ordinary 
Bran.—.A splendid feed for 
Dairy Cows. 


CORNO BRAND 


Rolled Oats 

Steelcut Oatmeal 

Whole Oat Groats 

Ground Oat Groats 

White Hominy Feed 
(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 

' Fine Ground Oat Hulls 


All products packed in new Jute Sacks— 
Write us today. 


THREE MINUTE CEREALS Co. 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 


Cottonseed Meal 


ALL GRADES 


Arrival Drafts 


— Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 


MEMPHIS, TENN. 


2.2.2.2 2 ee ee ee eee es 2 2 2 2 2 2 2 2 2 2 2 2. 
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MIX 


MOLASSES 
METER 


EXPANSION 


PATENTED TANK 


OTHER PATENTS 
PENDING 


MOLASSES 
HEATING HEATING 
UMT BAM 


Monarch Vertical Combination Feed 


Mixer that makes sweet or dry mixed feed. 


A complete feed mixing unit, that mixes the feed; heats, measures and 
applies the molasses. 

Ideal for Custom or Commercial Feed Mixing, Product is uniformly 
and thoroughly mixed; free from molasses balls and easy to handle. 
It is just the outfit you need to increase your feed sales; to supply your 
trade with the increasingly popular sweet and dry mixed feeds and to 
make the attractive profits that are to be had in this phase of milling. 


Write today for samples of feed and for complete information 
on this outfit. No obligation on your part. 


SPROUT, WALDRON & CO., Box 318 MUNCY, PA. 


THE MONARCH MILL BUILDERS 
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Why There's “Grain Dust” 
In Steenbergh Blood 


(Continued from Page Eighteen) 


came to burn the town and the officer 
—no other than the one who had be- 
come infatuated with Miss Van Steen- 
bergh—commanded the men to spare 
her house and it was the only one that 
remained when the terrible devastation 
was concluded. 

It is marked today with a bronze 
tablet commemorating the episode. 
Van Dropped From Name 

From Kingston, Elias Van Steen- 
bergh—who now had dropped the Van 
from the name—went to Ithaca, N. Y., 
but when his son, Frederick, was only 
six years old, they gave up their prim- 
itive home there and trekked back 
across the state to the little town of 
Halfmoon, which had been the former 
home of Mrs. Steenbergh. 
ney consumed several 
made by ox-cart. 

Frederick’s mother died when he was 
only 11 years of age but even then his 
inborn habits of thrift and fortitude 
caused him to study diligently and to 
save his meager earnings until later he 
proudly journeyed to Poughkeepsie, N. 
Y., to enroll as a student at Eastman’s 
Academy of Business. Following the 


The jour- 
days, being 


completion of his course he returned 
to Halfmoon, finding employment in a 
general store. Urged by his desire to 
achieve, he accepted a position as clerk 
in a store at Lime Rock, Conn. 

This proved unsatisfactory, however, 
as the girl of his choice lived in Half- 
moon and it was not long before he 
returned to marry her. Then it was 
that the “grain-dust in the Steenbergh 
blood” caused him to purchase from 
Charles Gallett the “Halfmoon Mills” 
in 1870. 


Typical Day at the Mill 
During the 38 years that Frederick 
Steenberg—he had now further short- 
ened the name by dropping the “h’— 
operated the mill the farmers drove 
from miles around to bring in their 


buckwheat to have it ground the 
“Steenberg way” into ‘“Pannycake 
flour.” William Close, who knew 


Frederick from the time he arrived at 
Ushers a barefoot six year old boy, re- 
enacted for me a typical day at tke 
mill. 

“Hello, Fred,” a farmer would greet 
the miller as he drove up with a load 
of buckwheat. Perhaps he had been 
driving since daybreak to have the 
buckwheat ground at the “Halfmoon 
Mills” instead of some other mill near- 
er home. “Here is some buckwheat. 


Rush Shipments 


CHICK FEEDS 


can be made by us on short notice. 


Your customers expect you to carry 
feeds they need. Get them from us by 


the sack or carload. 


DOUGHBOY | 
FEEDS 


No better quality at any price. 
Get our samples and prices. 


NEW RICHMOND ROLLER MILLS CO. 


NEW RICHMOND, WISCONSIN 
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S. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


either straight 
or mixed 
cars 


Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 


We offer: 


Oats, 
Corn, 
Rye, 
Barley 
and Chicken Wheat 


Write, wire or phone 


ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 
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Boost The Feed Bag To Firms You Do Business With 


WHEAT SCREENINGS CORN 


‘| Hiawatha Grain Company 
° MINNEAPOLIS, MINN. 


‘‘FOR BETTER SERVICE”’ 


(We Own And Operate A MillfAnd Elevator) : 
SPECIALIZING IN ALL TYPES OF SCREENINGS : 
(GROUND AND UNGROUND) 

+ 


Get Our Samples and Prices ee 
STRAIGHT CARS MIXED CARS >. 


MILL FEEDS GROUND FEEDS OILMEAL 


WE SELL DEALERS ONLY 


Queen Wheat Feed 
is a Pure Wheat offal 


and -is manufactured in 
our own mills. Can fur- 
nish Queen in straight 
or mixed cars 

rokee Pure Bran an 
= WHEAT FEED. | Cherokee Middlings. 


Bran, Screenings not exceeding mii ren 
— CRUDE PROTEIN 15.7% 


Capital Flour Mills, Inc. 


CORN EXCHANGE 
Minneapolis, Minnesota 


WE SELL DEALERS ONLY 


2 HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. — 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 
We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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Grind it up and I'll calj around this 
afternoon. Got a little shopping to do 
up at the store. Jest toll that, will 
you, Fred?” 

After the wagon was safely stowed 
away under the spacious shed by the 
mill and the horses fed, Fred would 
toll out the grist. There was very little 
money in circulation among the farm- 
ers and tolling was the common prac- 
tice at the mill. This meant that the 
miller would take one-tenth of the grist 
as his pay and would grind the balance 
to be delivered in the afternoon to his 
customer. 

Little Money in Circulation 

All of the farmers raised their own 
buckwheat and their grains so that the 
miller had practically no market for 
the grain he had taken in toll. He, 
therefore, raised pigs, feeding them the 
choice grains and when they were fat- 
tened in the fall, would take them to 
the city markets where he sold them 
for cash. That was about the only 
money he handled throughout the year. 

Frederick Steenberg’s brother, Orin, 
after graduating from Union college, 
went to Fond du Lac, Wis, as a school 
teacher. Orin was grandfather to our 
own David, having had two sons, 
Frederick, named for his uncle, the 
miller, and Hubert, David’s father. 
Later Orin gave up teaching to operate 
a sawmill and sash, door and blind 
factory. It is quite apparent had he 
remained at Ushers his milling in- 
stincts would have drawn him into 
the grain business with his brother, 
and it is interesting that he was also 
president and publisher of the Fond du 
Lac Commonwealth, a daily news- 
paper. 

Frank Steenberg, Frederick’s son, 
grew up in the mill and from early 
boyhood took a special delight in as- 
sisting his father. The “trace of grain- 
dust” was in his blood, too. He re- 
counts with pleasure the days when 
local court was convened in the mill 
office, his father being ,elected as jus- 


WE OFFER 
Choice — Heavy Grade 


GROUND SCREENINGS 


Minimum Protein 16%, Minimum 
Fat 6%, Maximum Fibre, 14% 
Send for Sample 


C. E. DINGWALL CO. 


MILWAUKEE 


These ground screenings are made |} 
at our Waukesha plant of the 
finest material. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


MICHIGAN SALESMAN WANTED 

Manufacturer of well-known, high quality 
line commercial mixed feeds, with established 
business, has opening in lower Michigan for 
first class salesman; Excellent opvortunity for 
steady ambitious man; Previous experience 
necessary. Write M. L.-1, c/o THE FEED 
BAG, 86 East Michigan street, Milwaukee, 
Wis.,—giving full information in first letter. 


FOR SALE 


Elevator, Milling, Feed and Coal business in 
Northern Illinois. New electiic machinery. 
Write RB-2, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


DAIRY ALFALFA HAY 
FOR SALE 
Write or wire for delivered prices. 
Grades and weights guaranteed. 
JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


tice of the peace for several terms. He 
remembers vividly how Charles Gal- 
lett, from whom his father purchased 
the mill, stepped into the corn cracker 
and was so severely injured that he 
died soon afterwards. 

Frederick Steenberg was a genial 
miller and well liked by his customers 
and neighbors. A story is told of his 
altruistic attitude. The local black- 
smith had closed his shop as the re- 
sult of a dispute with some of his pa- 
trons and the farmers were forced to 
go many miles to another village to 
have their horses shod. They appealed 
to “miller Fred” who immediately con- 
structed a small blacksmith shop and 
hired the former assistant to the old 
smithy. A year later, the jealous old 
blacksmith decided that he would re- 
open his shop, but Steenbergh’s pa- 
trons remained loyal to “their friend 
who had helped them.” 

Richter is Present Owner 

Steenberg harbored no ill will, and 
went to talk with the blacksmith. As 
soon as he was sure that the old shop 
would not again be closed on slight 
provocation, he discontinued his own 
forge and advised his customers to re- 
turn ta the original smithy. 

It was not until 1908 that Frederick 
Steenberg sold his mill to the present 
owner, Max Richter, who has_ con- 
tinued to operate it much as in the 
older days, except that a steel mill has 
replaced the old stone and electric 
power was substituted when the old 
mill dam was carried away by the 
high water and ice two years ago. 

So David K. Steenbergh, editor of 
The Feed Bag, comes rightly by his 
love of the trade. It is in the blood. 


Mention The Feed Bag When Writing Advertisers 


Jacobson “A JACS" 


Feed Grinder 


Pulverizes grains, ear or snapped corn, 
roughage, and other materials into soft 
cool stock. Requires less H. P. but 
grinds more feed. 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 


1090 TENTH AVE. S. E. 
MINNEAPOLIS, MINN. 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 Ib. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 
HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our motto is: ‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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The Feed Bag Is Your Paper, Help It By Boosting 


FIRE BEFOREHAND 


AREFULNESS will prevent fires at all 
times, but it will pay biggest dividends 
during the harvest period. 

Well-filled water barrels on every floor with 
good buckets at each barrel are elements of 
carefulness. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 
J. J. Fitzgerald C. R. McCotter 


Secretary and Treasurer Ass't. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


RELIABLE SERVICE! 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bidg. Minneapolis, Minnesota 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 


MEMPHIS, TENN. 


Quality and Service Guaranteed 
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Haertel Co. Opens Plant 
For Making Feeds 


Transfer of ownership of the Shako- 
pee, Minn., plant of the King Midas 
Mill Co., recently purchased by the 
Haertel Co., Inc., Minneapolis, took 
place August 1. The property consists 
of a flour mill of 1,200 barrels daily 
capacity and an elevator of 10,000 bar- 
rels. It was sold to the King Midas 
Mill Co. in 1917, and operated until 
December last year when their cen- 
tralizing policy brought about its clos- 
ing. 

R. Opsal, secretary of the Haertel 
Co., stated that they would convert the 
mill into a screenings grinding plant 
of 100 tons daily capacity at a cost of 
at least $20,000 before fall, and com- 
mence construction of another eleva- 
tor of 10,000 barrels capacity, probably 
in November. 

This is the first time that the Haer- 
tel Co. has entered the feed manufact- 
uring business. The distribution of 
feed has been its chief activity and the 
company has retail distribution plants 
at Hopkins, Robbinsdale, St. Cloud, 
Minneapolis and Camden. Part of the 
mill will be converted into a feed ware- 
house and the location of the plant is 
very desirable since it is on the Mii- 
waukee and Omaha railroads and very 
favorable transit is afforded both south 
and east via Peoria and Chicago. 


E. S. WOODWORTH & CO,, 
Minneapolis, grain dealers and feed 
jobbers, have opened a branch office 
in Aberdeen, S. D., with Herbert F. 
Olson in charge. 


F. CLARCY NEILSEN, Centuria, 
Wis., has bought the Lumsden Imple- 
ment & Feed Store. The new firm 


will be known as Centuria Implement 
& Feed Co. 


CARPENTER & KNOTTS have 
opened a feed store at Beech, Ia. 


A. O. DORWIN & CO., Minocqua, 
Wis., has purchased the hay and feed 
business of C. J. Roocker. 


TED GLOVER, who, with his 
father, runs a successful feed business 
at Stafford Springs, Conn., has recent- 
ly assumed the position of poultry club 
leader for his town. He has a group 
of youngsters enrolled in the state’s 
regular 4 H club program and the work 
has started off with a bang. Work of 
this kind always pays and the Glovers 
have already seen its reaction in their 
business. 
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CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 


i Sterling Poultry Feeds 


WISCONSIN TRADE 
A COMPLETE LINE OF 


Prices Right—Service Prompt MIXED GRAIN FEEDS 
TRY US. 
and 
GUARANTEED-TO-SATISFY MASHES 


i 


CHARCOAL 
COD LIVER OIL 

COLONIAL BUTTER SALT 

PEARL GRIT 


also 


MIXED CARS 


Containing any of the standard mill feeds-- 
bran, middlings, rolled oats, oi] meal, etc., 
as well as oyster shell, animal protein 
| products, dairy feed, etc. 


Write, wire, phone for quotations on requirements 


Bag Lots-- Ton Lots of any size. 
Dadmun-LaBudde Northrup, King & Co, 
Company FEEDS AND SEEDS 
| MINNEAPOLIS, MINN. 


NORTH MILWAUKEE 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 


New Nicollet | 
Hotel 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE | 


BREWERS DRIED GRAINS 


PRICE ATTRACTIVE 
Phone Broadwey 4961 


CORN—OATS 


QUALITY AND DEPENDABLE SERVICE 


Orient Wheat Feed 
Bran, Middlings, Red Dog 
Linseed Oil Meal 


The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
| OR CONNECTING 


Every room an outside room 
Largest and Finest Ballroom in the 


Northwest 


RATES 


| 


| 59 Booms $2.00 
68 Rooms at................. 2.50 | be 
— = | | Clinton Corn Gluten and 
257 B 3.50 
joa 4.00 Corn Oil Cake Meal 
5.00 
Suites and Special Rooms at \ | 
$6.00 to $9.00 | 
| MILWAUKEE 
| W. B. CLARK, Manager | CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
| 
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C. H. MEISENHELDER and E. 
L. Engebretson, Slayton, Minn., were 
re-elected directors for three year 
terms at the annual meeting of the 
stockholders of the Slayton Farmers’ 
Elevator and Lumber Co. 


CLARENCE COWLES, Plantville, 
Conn., is one of the busiest grain men 
in New England. In addition to the 
grain and coal business, he is president 
of the National Bank at Plantville, 
having organized the institution him- 
self. He is an active member of the 
New England Retail Grain Dealers’ 
association and recently spent an after- 
noon and evening with the secretary 
of the association helping him get new 
members in Connecticut. 


KURTIS FROEDTERT, Froedtert 
Grain & Malting Co., Milwaukee, is re- 
sponsible for making the Milwaukee 
chapter of the Isaac Walton League 
the largest in the league. As chairman 
of the membership committee, he spon- 
sored a large direct mail campaign, di- 
vided the Milwaukee chapter into 100 
teams, and organized flying squadrons 
of minute men to visit nearby towns 
and existing chapters. As a result the 
Milwaukee chapter heads the league, 
with 2,855 members, having secured 
1,255 new members through the efforts 
of Mr. Froedtert. 


JOHN NOBLE, Onawa, Ia., has 
purchased the feed business of J. C. 
McJunkins. 


JOSEF MUELLER 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION 


WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg" 
Milwaukee, Wis. 


Established 1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


Special Corn and Oats Feed 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp---Oil Meal--Poultry Feeds, Etc 


soft Winter Wheat FLOUR private Brands 


Send for MANEY BROTHERS MILL & ELEVATOR CO., 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


SUPREME 
AGRICULTURAL 
LIMESTONE 


The pioneer and leading 
Wisconsin agstone. 


Write for details of our 
exclusive agency. 


R. H.SMELTER 


WAUKESHA, WIS. 


FOR 


| CORN or OATS 


and the 
QUALITY and SERVICE 
your trade demands 


Write, Phone or Wire 


WESTERN TERMINAL 
ELEVATOR COMPANY 


Sioux City, lowa 
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GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 
Millfeeds 


Cottonseed 
Oyster Shells 


Screenings 

Powdered Skim Milk 

Dried Butter Milk Bone Meal 

Linseed Meal Coarse Grains 

J. P. PARKS, Broker 
Direct Manufacturers Representative 

400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 
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W. H. THEISEN is erecting a feed 
mill at Roscoe, Minn. 


FARMERS’ FEED & SUPPLY 
CO., Cedar Rapids, Ia., is erecting a 
warehouse. 


Dells Milling Co. 


AUGUSTA, WIS. 
MANUFACTURERS OF 


| Delis Favorite Products| 


Rye — Buckwheat — Whole Wheat 


No-Milk Calf Food 


LEADER FOR 44 YEARS<—@& 


National Food Company 
FOND DU LAC, WIS. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Mixed Cars 
FLOUR, MILLFEED 
OLLMEAL, ETC. 

602 Corn Exchange Bidg. 

MINNEAPOLIS MINN. 
“Stand by Stan’’ 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 


Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


q 
| 
L ()Ss-Goula Co. fa St Louis 


2. 2.2.2.2, 8. 2. 2. 2. 2. 2. 2 2. 2. 2. 2. 2 2 2 2 2 2 2 
M. G. 


QUICK SHIPMENT 
& COMPANY | 
GRAIN and FEED 


STRAIGHT CARS OF FEED 
CHAMBER OF COMMERCE 


MILWAUKEE 


We have Pure Bran, Spring 
Bran and Durum Feeds in 
warehouses ready for Quick 
+ Shipment. Write for quota- 


2. 
2. 
4 
2.2 2 2 2.2.2 2.2 2 2.2 2. 2 2 2. 2.2. 


2. 


Established 1880 


PAINE, WEBBER 
& COMPANY ; 


Members 
NEW YORK STOCK 


2. 


tions and try our service. 


PHONE ATLANTIC 


2. 2.2.2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 2 


: 
DETROIT STOCK ++ 
NEW YORK COTTON ++ I. Ss. JOSEPH CO., Inc. * 
CHICAGO BOARD 
94-100 MICHIGAN sT. | 
Telephone Broadway 8700 Minneapolis, Minnesota 
MILWAUKEE ++ 
__E. J. Furlong, Resident Partner | 
418 Chamber of Commerce 
MILWAUKEE, PURE GENUINE 
wISs. 
“Grain Futures” () I S ER S IELLS 
Special Attention to Hedges are the best on the mar- 
ket today. No dirt—dust 
—waste or odor. Always 
usiness packed in blue striped 
expands with 
sn heavy burlap bags. Cost 
They are profitable is less. 
— — Send for Sample and Price. 
1894 
PRINTERS 
BINDERS LABUDDE FEED & GRAIN CO. 
344-346 MILWAUKEE STREET MILWAUKEE, WISCONSIN 
ay 1076 WISCONSIN 
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Che feed Bag 


Vol. 4. No.8 1928 


DAVID KNOX STEENBERGH 
Managing Editor 


Pubtished the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. 
price—$2.00 per year. 


Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, ete., address The Feed 
Bag, 86 East Michigan street, Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed association, Eastern Feder- 
ation of Feed Merchants and the New Eng- 
land Retail Grain Dealers’ association. It 
circulates monthly to practically every respon- 
sible retail feed and allied products dealer in the 
East, New England, and Central Northwest. 
Feed Merchants Bulletin of the Eastern Fed- 
eration of Feed Merchants merged with The 
Feed Bag, July, 1928. 


Copyright, 1928, Editorial Service Co.,Inc. 


SPENCE 
FLAX 
SCREENINGS 


Subscription 


A blend of selec- 
ted flax screen- 
ings —recleaned, 
pulverized and 
bolted. Wiscon- 
Sin dealers say 
Spence is the best 
brand on_ the 
market. Present 
prices are well in 
line with other 
feeds. 


STUHR - SEIDL 
COMPANY 


MINNEAPOLIS 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


MILWAUKEE, - WISCONSIN 


| 
| 
GRAIN AND FEED | 


Deutsch Sickert 
C O m p Q nN Vy 400-402 Chamber of Commerce 


MILWAUKEE, WISCONSIN 
REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 
BROADWAY 


1674 
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High QUALITY 
Low PRICE 


@ Another Acto Year has 
passed with the greatest 
sales in its history. High 
quality and low price 
are the features which 
have made Acto a leader. 


Ss 


S 


2 
s 


=z q A high quality makes 
= Acto a high producing feed. 


Re MZ The low price makes it 
AdISH GC easy to sell. 


N OW is the time to arrange to handle ACTO this season. 
Get in touch with us for prices and details. Because it’s a 
moneymaker for its feeders. ACTO makes money for you! 


CTO 


LADISH MILLING Co. 


MILWAUKEE, WISCONSIN 
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The King Midas Account 
Is A Business Builder 


NVARIABLY, the most prosperous dealers 
e of every community handle King Midas flour. 


| 
= Watch the feed stores you pass as you drive 
in Wisconsin for your vacation and convince yourself 
of this fact. Well-known high quality and universal 
popularity make the King Midas account an asset 
which progressive dealers have been quick to appre- 
ciate. It’s easy to sell King Midas and the co-opera- 
ation which the mill extends to dealers is 
second to none. Cloverleaf pure bran 
and Snowball flour middlings are al- 
ways available for quick mixed car ship- 


ments with King Midas flour. 


Ylour 


MANUFACTURED BY THE 


KING MIDAS MILL CO. 


MINNEAPOLIS, MINNESOTA 
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